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PEED—Speed—and more speed—Basket- 

| ball—where speed and skill counts most 
—but where teamplay can never be left 
out of the equation. 


Thousands thrill every winter to this sport who 
find little or no thrill in business—and yet every 
element that makes up basketball is in business 
too. 


Speed—the soul of modern business—skill the 
prerequisite to success—teamplay — absolutely 
vital to the organization which would have 
staying instead of sporadic success. 


It is because the smaller companies can offer 
these things in abundance that makes them so 
attractive to many life insurance men. 


It is about these things that the Peoples Life In- 
surance Company would like to talk with you. 
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Just Published 


THE INVESTMENT TRUST SERVICE 
OF LIFE INSURANCE 


By Albert G. Borden 


$1.50 POS TPAID 


The newest volume of the National Underwriter—F. S. Croft’s Library for life insur- 
ance field workers is just off the press. The new book shows how life insurance can be 
used to administer an estate as well as to create one. 

Mr. Borden in his new book, brings out the fact that ‘‘a life insurance estate, when 
properly set up, represents a definite share in a superb investment trust, bought on the in- 
stallment plan, and under which all unpaid installments are cancelled at death.” This 
phase of life insurance has heretofore been neglected. 


BIG APPEAL TO SUCCESSFUL MEN 


Life insurance when intelligently utilized can be made to accomplish some very splen- 
did things for a man’s family after he is gone. But this requires careful planning for the 
future needs of a client’s family. It can generally be made to guarantee whatever is 
wanted to be accomplished. Successful life underwriters today are more and more bring- 
ing the investment trust service of life insurance to the attention of their clients. This phase 
of life insurance makes its big appeal to successful men. 

A BOOK FOR YOUR CLIENTS AND PROSPECTS 
Mr. Borden’s book is different from most life insurance books in that it has been writ- 


ten and prepared not only for you as a life underwriter but also for your good clients and 
prospects, the men that own or should own large amounts of life insurance. 


A BOOK FOR YOU 
THE INVESTMENT TRUST SERVICE OF LIFE INSURANCE suggests various 
ways in which life insurance can be made to serve the future needs of your client’s families. 
It will pay you well to study this service, for the public of the future in life insurance, as 
today in the investment field, will be a more 


discriminating public than the past. The TF 
+ ° I The Insurance Book House, 
modern life underwriter should be prepared | 420 East Fourth Street, 
to give people the type of service to which | Cincinnati, Ohio 
str Are > ’ > > > r4 © Ta >4 - I 
they are entitled. He then will have thei | i aaa Peo a a 
confidence for life insurance counsel and ad- | ~=INVESTMENT TRUST SERVICE OF LIFE INSURANCE. Single 
vice. copies $1.50. In lots of ten or more, $1.20 each 
The book includes in addition to the ! name 
text, graphs, illustrations and a large num- 1 SOMPANY 
ber of specimen settlements — concrete ex- | 
~ ° . - ADDRESS 
amples of the investments trust service of | 
life insurance. J cITY STATI 
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Get Your Copy NOW—$1.50 Postpaid 
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[THE FIRST OF A SERIES OF TEN ADVERTISEMENTS |e 








Thirty-five years ago 











A GROUP of responsible 
business men, headed by James W. Stevens, saw 
the vision of a great Illinois company—a company 
whose function it would be to provide the best of 
life insurance protection to the people. 


G These foresighted and capable men formed the 
nucleus around which has grown “the greatest 
Illinois company,” the Illinois Life. 


Today the Illinois Life stands first among the 

great life insurance companies of the state. 
It has won the respect and loyalty of its thousands 
of policyholders and its hundreds of agents. 


G With more than one hundred and seventy-six 

millions of insurance in force and with thirty- 
five years’ of service to the people the Illinois Life 
has earned its right to the title “the dean of Illinois 
legal reserve life insurance companies.” 


Illinois Life Insuranee Co. 


Ilinois Life Building Chicago 1212 Lake Shore Drive 


Raymond W. Stevens, President 
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SUPREME COURT RULING 
STIRS MUCH COMMENT 


Albert Hirst, Julian Myrick and 
Others Give Views on Effect 
of Decision 


WAY OF AVOIDANCE SEEN 


Case Creates Less Apprehension in Life 
Insurance Circles Than Was 
Expected 


NEW YORK, Jan. 10.—Life insur- 
ance men here were loath to comment 
on the recent decision of the United 
States Supreme Court holding life in- 
surance payable to a specified beneficiary 
taxable above $40,000 if the right to 
change the beneficiary is reserved. 

Julian S. Myrick, president of the 
New York State Life Underwriters As- 
sociation, said that this decision appar- 
ently still leaves open the question 
whether, if a policy were drawn to a 
specified beneficiary without the right of 
revocation or assigned irrevocably, it 
would be taxable under the law. 

“So far as the decision is concerned,” 
Mr. Myrick said, “it leaves the proceeds 
of insurance policies no worse off than 
since this very unfair tax was put into 
the law. 


Suggests Seeking Relief 


“It seems to me,” he continued, “when 
the income and inheritance tax laws 
again come up for revision, there should 
be some representation made to Con- 
gress either to repeal this part of the 
law, certainly to increase the exemption, 
or to follow what I understand the Eng- 
lish law to be; that is, exempting income 
from the income tax up to 15 percent of 
one’s total income, provided the policies 
are made to dependent beneficiaries, in 
which event the proceeds of the policies 
- not taxable through inheritance tax 
aws.” 

Albert Hirst, attorney who represents 
the New York State Life Underwriters 
Association, in commenting on the de- 
cision, explains from the legal stand- 
Point that, insured having reserved the 
right to change the beneficiary, his wife 
was not absolutely entitled to the 
amount of the insurance until the in- 
sured’s death, and for that reason the 
court considers that on death of the in- 
sured there was a transfer to beneficiary 
not of insurance moneys themselves, but 
of absolute control over them. 


Contingency Analyzed 


The question of policies made payable 
sbsolutely, without right of change, to 
beneficiaries, was not before the court, 
but it follows almost inevitably from 
the opinion that in such case the court 
would consider the tax unconstitutional. 
Had insured merely reserved the right 
to supplant his wife by other beneficiar- 
ies and had foregone the right to name 
himself or his estate as such a bene- 
ficiary, the tax would possibly also be 
unconstitutional. 


Mr. Hirst said that, while the court 


| STANDARD LIFE TO 
START IN CHICAGO 


HOLZMAN IS AT THE HEAD 


Company Will Specialize on Bank Sav- 
ings and Insurance Plan Now 
Well Organized 


Alfred Holzman, who is located at 330 
South LaSalle street, Chicago, is the 
main factor in the organization of a new 
insurance company, the Standard Life. 
It will have capital of $100,000, the par 
value of the shares being $25 and being 
sold at $37.50. The company will spe- 
cialize on one kind of policy. It will sell 
insurance in connection with banks 
through the members of the bankers 
protection savings clubs, which plan 
Mr. Holzman devised and copyrighted. 
It is a savings and insurance plan. 

Mr. Holzman started writing insur- 
ance in Chicago, carrying a rate book, 
going on a cold canvass and creating a 
large clientele. He started a new agency 
of the Equitable Life of New York some 
‘years ago, having no one in it but him- 
self. He developed the office until it 
was producing $10,000,000 a year. Since 
March, 1926, he has devoted his entire 
time developing his savings bank insur- 
ance plan. A number of Chicago, sub- 
urban and other banks are depositories 
for the funds of the members of these 
clubs. 

Built Up Sales Organization 


Mr. Holzman has built up sales people 
in vicinities of each one of these banks, 
soliciting savings memberships. Each 
membership consists of a systematic 
savings account and a life insurance 
policy. The work is conducted by an 
incorporated agency known as_ the 
“Wealth Foundation of America.” Mr. 
Holzman will transfer the sales organi- 
zation and plan over to the new com- 
pany. Mr. Holzman states that the 
Standard Life will require no agency 
officers, no agency assistants or a trav- 
eling expense fund as all insurance will 
be sold through the present organization 
and only through banks. 








mentioned Section 52 of the domestic 
relations law, it does not seem that the 
decision is based to any extent on that 
section, and it does not seem that sub- 
sequent enactment of Section 55A of 
the state insurance law, changing the 
rights of creditors and beneficiaries un- 
der life policies will affect the decision. 


Gives Tip for Agents 


Insofar as the life insurance agent is 
concerned, Mr. Hirst said, the agent 
might tell his clients that if policies are 
made payable to the insured or to his 
executors the entire amount of insur- 
ance will be part of his estate and tax- 
able under federal estate tax. If there 
be other named beneficiaries and all pre- 
miums are paid by parties other than 
the insured, the entire amount of insur- 
ance will be free from the tax. If there 
are beneficiaries other than the insured 
and all premiums are paid by the in- 
sured, who reserves the right to change 
the beneficiary, the proceeds in excess 
of $40,000 are taxable. If insurance is 
payable to beneficiaries other than the 
insured and all premiums are paid by 





yner’s talent is shown by 





S$. O. BUCKNER RETIRES 
FROM ACTIVE SERVICE 





LONG WITH NEW YORK LIFE 





Has Built Fine Producing Organization 
in the Northwest Department 
of the Company 


Samuel O. Buckner of Milwaukee, 
inspector of agencies of the northwest 
department of the New York Life, re- 
tires from active duty to enjoy private 
life. He has been 43 years in the service 
of the company. His father, the late 
Walker Buckner, Sr., was general man- 
ager of the New York Life in four mid- 
dle western states, with headquarters in 
Milwaukee. Thomas A. Buckner and 
Walker Buckner, vice-presidents of the 
New York Life, are his _ brothers. 
Thomas A., Walker and Samuel O., all 
started as office boys in their father’s 
office. Samuel O. began April 15, 1886. 
Then he became active in agency work 
as assistant manager. In January, 1898, 
he became agency director of the Wis- 
consin branch. In February, 1904, he 
was promoted to be supervisor of the 
northwest department. In January, 1914, 
he was advanced to inspector of agen- 
cies of that department. His whole busi- 
ness life, therefore, has been spent in 
Milwaukee. In 1910 the territory pro- 
duced $6,840,000. Last year it paid for 
$53,681,575. Mr. Buckner was the only 
inspector of agencies in the country 
whose department shows its maximum 
allotment. 

Comment by New York Life 


The New York Life says of him: 

“Mr. Buckner’s career is unique. His 
business life has been spent in Milwau- 
kee, the home of the Northwestern 
Mutual. Competition has always been 
keen but the rivalry friendly. Mr. Buck- 
the record of 
his personal office, Wisconsin branch, 
which increased from $3,000,000 paid in 
1910 to $21,239,144 in 1926, the last year 
of the old Wisconsin branch, before it 
was divided, and the greatest record 
made by any branch office in that year. 
Such results could only have been 
reached by close team-play in his be- 
half, between his agents in the field and 
his assistants in the branches and de- 
partments. For many years Mr. Buckner 
was president and a liberal patron of 
the Milwaukee Art Institute, to which 
he presented 55 paintings, known as the 
‘Samuel O. Buckner Collection.’ He also 
presented 25 paintings to the City Club 
of Milwaukee. For the first time in his 
life our friend is now free to enjoy his 
hobby, and long may he live to ride it.” 








the insured, who did not reserve the 
right to change the beneficiary, the in- 
surance is not likely to be free from 
federal estate tax. 

Way of Escape Seen 


Other officials see the opinion of Jus- 
tice Stone, however, as that all insur- 
ance made payable to named benefici- 
aries, where the right to name the bene- 
ficiary is retained, is subject to federal 
estate tax. One official said that the 
whole force of Justice Stone’s reasoning 

(CONTINUED ON PAGE 17) 





HIGHER MORAL TONE 
SEEN IN BUSINESS 





Roger B. Hull Believes That Next 
Decrease Will Find New 
Cooperation 


TRUSTEESHIP PARAMOUNT 


Declares There Will Be a New Moral 
Consciousness in the Great Field 
of Affairs 


Roger B. Hull, managing director of 
the National Association of Life Un- 
derwriters, in his talk before the agency 
convention of the Northwestern Mutual 
Life in New York City, declared that 
the life underwriters of the future will 
show with the leaders in other branches 
of big business in this country an in- 





ROGER B. HULL 


crease in social and moral consciousness. 
He believes that during the next 10 
years there will be seen the development 
of a new cooperation, one in which there 
becomes paramount the inter-relation- 
ship and independence of all business, in- 
deed of all constituents of society down 
to the individual make-up of each com- 
munity. He sees an essential relation- 
ship of industry with the community 
which it serves and from which it takes 
its living. 
Emphasis on Right Living 
Mr. 


new 


Hull said there is going to be a 

emphasis on right living as the 
asis of correct business judgment. 
There will be a new emphasis placed 
on some of the so-called homely vir- 
tues which have been the strength of 
American life. The social responsibility 
of the business man, he stated, is in- 
escapable and as that responsibility is 
more and more assumed, then business 
(CONTINUED ON PAGE 17) 








IRISH HEAD OF 
AGENCY DEPARTMENT 


GOES TO THE CENTRAL LIFE 





Alfred MacArthur Plans Program of 
Expansion, Business Building and 
Strengthening of Company 





R. E. Irish has resigned as director 
of agencies of the Bankers Reserve Life 
of Omaha to connect ‘with the Central 
Life of Chicago. Mr. Irish has already 
been elected a director and at the annual 
meeting is slated for the office of vice- 
president and will have charge of agen- 
cies and production, This is the first 
step that Alfred MacArthur, who re- 
cently came in control of the company, 
has taken to insure a greater and better 
Central Life. Mr. Irish is a trained 
agency man of fine ability. He was for- 
merly superintendent of agents of the 
National Life, U. S. A., working in con- 
junction with Vice-President Walter E. 
Webb, in charge of the agency depart- 
ment. 

Started With Reliance Life 


He started with the Reliance Life in 
Minneapolis, taking the rate book, be- 
coming a good personal producer, then 
was appointed general agent and then 
mid-west supervisor. The fact that Mr. 
MacArthur himself is a graduate of the 
agency school means that the Central 
Life will have a very progressive, broad- 
minded and comprehensive agency ad- 
ministration. Mr. MacArthur was for- 
merly home office general agent of the 
National Life U. S. A. in Chicago and 
thus came in intimate contact with Mr. 
Irish. The two now find themselves 
associated with another company in 
which they are financially interested. 
Mr. Irish has already arrived in Chicago 
and assumed his responsibility, Minor 
Morton retiring as director of agencies. 


MacArthur Attains His Goal 


Mr. MacArthur for the last few years 
has been ambitious either to organize or 
purchase a life company. The oppor- 
tunity came when he secured control of 
the Central Life. Through family con- 
nections he has access to large resources 
which will enable him to enlarge the 
Central Life and make it an aggressive 
institution. Mr. MacArthur is especially 
ambitious to increase the agency and 
Policyholders’ service. He has already 
made a number of changes looking 
toward this end. He acqyired the com- 
pany in order to increase its momentum 
and scope. The Central Life is a per- 
manent institution, will not be affiliated 
with any other company and as time 
goes on will give a most excellent ac- 
count of itself, 


Is the Execttive Head 


At the annual meeting Mr. MacArthur 
will be elected the executive vice-presi- 
dent. He is already the man in control 
at headquarters, occupying the office of 
President W. H. Hinebaugh. Aside 
from Mr. MacArthur and Mr. Trish, 
the new directors are Nathan William 
McChesney, a Chicago lawyer; Freder- 
ick A. Brown, also a Chicago attorney; 
Telfer MacArthur, president of the Pio- 
neer Publishing Company of Oak Park, 
Ill., publisher of “Oak Leaves;” Lucius 
Wilson, president General Organization 
Company of Chicago; C. C. Collins, 
president of the Humboldt State Bank 
of Chicago: Paul Llewellyn, president 
Interstate Iron & Steel Company of 
Chicago, and William R. Durgin, an 
advertising man of Cincinnati, a per- 
sonal friend of Mr. MacArthur. 

Mr. MacArthur and Mr. Irish have 
had interviews with a number of gen- 
eral agents of the Central Life and they 
are enthusiastic over the new arrange- 
ment. 

The Central is writing business in 21 
states. At an early date action will be 
taken to enter it in several others. Al- 


ready several new agency connections 
are being negotiated. With the country- 
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FINLAYSON COMMENTS ON 
SPECULATIVE TENDENCIES 


CALLS ATTENTION TO LAPSES 





Suggests Provision for Mutualization of 
Canadian Companies to Guard Against 
Stock Market Manipulators 


TORONTO, CAN., Jan. 10.—In pre- 
senting his complete report covering life 
insurance in Canada, G. D. Finlayson, 
Dominion superintendent of insurance, 
points out that recent speculative ten- 
dencies in the stock markets have ap- 
peared in connection with life insurance 
companies. He also refers ‘to the trend 
towards mutualization, which of course 
is related to the capitalization and con- 
trol of companies. His remarks on 
these points are as follows: 

“To meet the case of the companies 
which do not desire to mutualize, it 
might be necessary for the capital stock 
of the company to be increased, and to 
this there is little objection to be taken 
provided the increase in the capital 
stock does not work to the detriment of 
the policyholders of the company. This 
result can be avoided by having any 
additional capital issued vested in the 
policyholders’ directors of the company 
in trust for the participating policy- 
holders, and to have the stock voted at 
general meetings of the company by the 
policyholders’ directors. 


Danger in Practice 


“The whole question has been brought 
to the public eye through the danger 
that control of Canadian life insurance 
companies might pass into undesirable 
hands through ownership of a majority 
interest in the capital stock of the com- 
panies, and a period of intense activity 
in the stock markets in Canada and the 
United States has brought the stock 
of several of these companies into prom- 
inence with the result that considerable 
amounts of stock have changed hands at 
what must be regarded as greatly in- 
flated values. 

“As a result of this tendency, sugges- 
tions have been made that the insurance 
act should contain some provision for 
stabilizing control against the attacks of 
stock market operators. 


Machinery for Mutualization 


“Suggestions have also been made by 
several companies that there should be 
provided, in the general act, machinery 
for the complete mutualization of such 
Canadian life companies as desire to 
take that course.” 

Mr. Finlayson also calls attention to 
lapses. For every $100 of new insurance 
that was written in 1927, no less than 
$40.83 of insurance was either surren- 
dered or allowed to lapse, the net gain 
to the business being therefore only 
$59.17. The lapse rate for 1927 was not 
as high as some years ago, but it was 
higher than in 1926. The total business 
terminated during the year was approxi- 
mately $450,000,000, and of this only 13 
percent terminated naturally. This ten- 
dency is found in the records of British 
and United States as well as of Canadian 
companies operating in Canada. 





Lincoln National Convention 


General agents of the Lincoln Na- 
tional Life are meeting at the company’s 
home office in Fort Wayne, Ind., this 








week. The date of the convention is 
Jan. 9-11, 
wide experience which Mr. Irish has 


had in his field, the company is ex- 
pected soon to assume a more prom- 


inent position in the insurance field. 
Benjamin Getzoff, formerly with the 
General Organization Company and 


more recently supervisor for the Lin- 
coln National, has been appointéd per- 
sonnel manager and purchasing agent 
for the Central Life. 





RAINEY STRESSES NEED 
FOR EDUCATING AGENTS 
URGES FUNDAMENTAL SELLING 


Agency Supervisor of Missouri State 
Life Addresses Chicago Accident 


& Health Managers Club 


James L. Rainey, agency supervisor 
of the Missouri State Life, speaking at 
the first dinner meeting of the Accident 
& Health Managers Club of Chicago 
Tuesday night, emphasized the need for 
better education of accident and health 
salesmen, and education along the right 
lines, 

He pointed out that there are three 
factors in the success of any accident 
and health company or accident and 
health agency, its policies, its underwrit- 
ing and its sales force. He said that too 
much dependence ‘thas been placed on 
the manipulation of the first two factors. 
When a company has needed increased 
volume it has drafted new policies or 
added new features to those it already 
had. 


Complicates Sales Preblem 


This practice, followed concurrently 
with the increase in the accident hazard, 
has resulted in a steady decrease in the 
underwriting margin. The mad scram- 
ble to see which company could bring 
out the broadest policy, he asserted, has 
complicated the sales problem, rather 
than helping to solve it, as intended. 

He deplored the failure to recognize 
the sales force as a vital factor in the 
business, saying that it has too often 
been regarded as merely a distributing 
agency rather than as a factor which 
could be manipulated for the improve- 
ment of the business as a whole. 

Education Along Wrong Lines 


While some efforts have been made 
toward the introduction of education and 
sales engineering, they have not fol- 
lowed any particular line and the com- 
panies which have taken up this work 
are not all going in the same direction, 
as is the case with life instirance. 

Most of the sales material that has 
been sent out, he declared, has been de- 
voted primarily to statistics on the num- 
ber of accidents and the possibility of 
accidental injury, arid to a picturization 
of claims. Such propaganda as this was 
characterized as really selling claims and 
as complicating the work of the other 
two departments. 

Comparison With Life Insurance 


In referring to the unnaralleled growth 
of life insurance in recent years, Mr. 
Rainey said that in his opinion one of 
the biggest factors in this growth, and 
one which will continue to carry on in- 
definitely, was that of selling life insur- 
ance to cover life values and putting it 
on a program basis. He defined the 
primary purpose of life insurance as the 
perpetuation of earning power indefi- 
nitely into the future. He declared that 
the same definition could be applied 
with equal force to accident and health 
insurance and that it could and should 
be sold on the same basis as life insur- 
ance. 

As showing the importance of empha- 
sizing the idea of insuring a man’s earn- 
ing power, he pointed to the fact that 
installment buying has brought about a 
condition where the margin between in- 
come and outgo has been practically 
eliminated and that to meet these obli- 
gations men have practically mortgaged 
their future earning power, in the same 
way that they would mortgage a house. 


Would Sell Fundamental Idea 


Mr. Rainey then took up the necessity 
of selling the agent, and through him 
the prospective buyer, on the fundamen- 
tal idea of accident and health insurance, 
as thus defined, rather than making the 
sale on the basis of the advantages of 
one policy over another, following the 
same general lines as in his address be- 
fore the Health & Accident Underwrit- 
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STRONG SPEAKERS ON 
INDIANA DAY PROGRAM 


LIST PRACTICALLY COMPLETE 


Television Demonstration Is Feature— 
Separate Sessions for Life and for 
Fire and Casualty Men 


INDIANAPOLIS, Jan. 10—Elbert 
Storer, general chairman of Indiana In- 
surance Day, announces that the pro- 
gram of the 1929 event, which will be 
held Tuesday, Jan. 22, is practically com- 
plete. There will be a social, get-to- 
gether dance the night before as usual 
and on Tuesday morning two sales 
sessions will be held simultaneously. 
The annual meeting of the Insurance 
Federation of Indiana will be held fol- 
lowing the luncheon Tuesday noon and 
Tuesday evening there will be a ban- 
quet with unusual attractions. 

The outstanding feature of the ban- 
quet will be a demonstration by C. 
Francis Jenkins of Washington, D. C., 
formerly of Richmond, Ind., known as 
the father of the motion picture in- 
dustry and inventor of a motion picture 
television device. Mr. Jenkins is vice- 
president of the Jenkins Television 
Corporation, a $10,000,000 corporation 
which recently acquired the capital stock 
of Jenkins Laboratories, which for seven 
years has been developing radio and 
wire equipment with other apparatus 
for the transmission of motion pictures 
and photographs. Mr. Jenkins will de- 
liver an address on “Television and 
Visual Radio” which will be illustrated 
with demonstrating apparatus. He is a 
brother of A. L. Jenkins of Richmond. 
president of the Indiana Association o1 
Insurance Agents. 


Speakers Are Announced 


In addition to Mr. Jenkins the fol- 
lowing speakers have been secured: 

Life—John W. Yates, Detroit, gen- 
eral agent Massachusetts Mutual Life, 
who will speak on “Income Insurance. 

Nathaniel Seefurth, New York and 
Chicago, president National Service Pub- 
lications: subject, “Business Life In- 
surance.” 

George H. Harris, Montreal, super- 
visor of field service Sun Life of Can- 
ada; subject, “Painting Pictures.” 

John A. Reynolds, Detroit, vice-presi- 
dent Union Trust Company, an expert 
on life insurance trusts; subject, “When 
Both Sides Meet.” 

The fire speaker will be Milton H 
Grannatt, New York, Liverpool & Lon- 
don & Globe: subject not yet an- 
nounced. : 

Casualty speaker, F. P. Stanley, vice- 
president Glens Falls Indemnity; sub- 
ject not yet announced. ’ 

Surety speaker. Hale Anderson, vice- 
president Fidelity & Casualty, New 
York. ; 

Tohn N. Vander Vries, manager of 
the northern central division of the 
Chamber of Commerce, U. S. A., is an- 
other speaker on the program. ; 

The whole convention will be fea- 
tured as a homecoming event and all 
former Hoosiers are being urged to 
attend. 








ers Conference in Chicago last fall. H« 
applied the idea primarily to the inter 
esting of men already engaged in selling 
either life insurance or fire and casualty 
insurance, in the sale of accident and 
health insurance, by telling them what 
accident and health insurance is, why tt 
is needed, and why they should sell it. 
and answering the objections that the) 
might be expected to raise, giving 4 
blackboard demonstration of this pres 
entation and also of his prepared sales 
talk, which stresses the idea of “funda- 
mental” selling. 

The attendance was the largest re- 
corded at any meeting of the club so 
far, 56 members and guests being on 
hand to hear Mr. Rainey. 
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PUBLIC LIFE BUSINESS — 
TO CHICAGO NATIONAL 


Receiver to Turn Over Assets— 
Reinstate Policies with Liens 
for Deficiency 


MUST PAY CLAIMS IN FULL 


Deduction Applies Only to Surrender 
Values—Pay Premiums to 
Secure Rights 


Reinsurance of the Public Life of 
Chicago, now in receivership, in the 
Chicago National Life has been ap- 


proved by the Illinois insurance depart- 
ment. The Chicago National Life takes 
over the assets of the Public Life at 
an agreed valuation of $332,000 and all 
policyholders are given the same rights 
they had on Nov.. 21, 1927, which rights 
may be exercised within 90 days of the 
date.of the reinsurance contract, which 
is Jan. 4, 1929. Policies that were in 
good standing on Nov. 21, 1927, the 
date of the original receivership, may 
be brought down to date by payment 
of premiums in cash, or by the exer- 
cise of any other option. Policies that 
were in default but were entitled to re- 
instatement have 90 days to effect re- 
instatement on the same terms as would 
have applied on Nov. 21, 1927, plus pay- 
ment of premiums falling due since that 


date. 
Treatment of Claims 


Claims that were effective Nov. 21, 
1927, are to be paid by the Chicago Na- 
tional within 90 days after approval oi 
the federal district court at Chicago. 
This applies to claims that have been 
filed with the receiver. Claims not yet 
filed with the receiver are to be paid 
in ordinary course, if filed within 120 
days of the date of the contract. No 
policy limitation shall bar the claim 
unless such policy limitation would have 
barred the claim on Nov. 21, 1927. Un- 
paid premiums may be deducted from 
the amount of the claim. Claims accru- 
ing within 60 days of the date of the 
contract of reinsurance have the ben- 
efit of these provisions. 

Cash surrender values are limited to 
the equity in the policy, determined in 
Proportion of assets to liabilities. All 
policies are charged with a lien, in pro- 
portion to the deficiency of assets. 


Liens on Policies 


To determine the net equity of any 
policvholder, the receivership expenses, 
court costs, preferred claims if any, 
leath claims provided by the contract 
to be paid in full and accrued prior to 
the date of the contract, and the divi- 
dends as provided by court decree to 
be paid upon general claims, shall be 
leducted from the sum of $332,000, plus 
any assets realized upon not stated in 
paragraph 3 of the contract. The net 
amount then remaining is to be divided 
hy the reserve liability, the ratio ob- 
tained being applied to the reserve on 
each individual policy as of Nov. 21, 
1927. Premiums collected since Nov. 
21, 1927, are to be added. The ultimate 
determination of liens and equities wil! 
await the adjustment of claims and the 
determination of the values of assets. 


Outside Claims Up te Court 


Claims of general creditors are to be 
Paid in such amount as the court may 
determine, and the same rule applies to 
receivership claims and court costs. 
Death claims are to be paid in full. 

The receiver is to continue to hold 
the assets until such time as he shall 
teel secure in turning them over to the 
purchaser. In the event he shall request 
Security the purchaser shall furnish it. 
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| PRELIMINARY REPORTS OF COMPANIES 
SHOW FAVORABLE GAINS DURING 1928 








HE first reports received on the 
life companies’ statements for 1928 
indicate the majority have made 
favorable gains during the past year. 
The figures given below show the new 
business paid for during 1927 and 1928 


American Home, Kans. 
American Life, Colo. 
American Reserve Life, 
Baltimore Life 
Bankers National 
Cedar Rapids Life, 
Columbus Mutual Life......... 
*Confederation Life, Cz 
Conservative Life, 
Farmers & Traders Life, N. Y.. 
tFederal Union Life, O........ 
Great States Life, Ill........... 
Gulf States Mutual Life, ; 
BEMWeeVe EATS, ITS... cscccccccce 
Lincoln Liberty Life......... 
PT Pi. centeen snes a 
Northwestern National Life.... 
WORM SUUGMA TANS. .cccscccccss 
tPioneer National Life, Kans.. 
Policyholders National Life, S. lb. 
Prairie Life, Neb 

Rockford Life, Ill...... 
St. Louis Mutual Life....... 
Southwestern Life, Tex...... 
State Reserve Life, Tex..... 
Travelers Equitable, Minn. 
Weeeeeny BAGG, Welcoccccccs . 
Washington National. ill 
Dn Cr cipantesannnes 


Fidelity 
Life 


*Includes group but no revivals 
tIssued 
tBegan writing May 10. 


New Soa Life Tells 
A bout Investments 


in Preferred Stock 


HE New York Life in commenting 
on its investments in preferred stock 
says: 
“Some of our agents will wonder at 
the investments which the company has 
made during the year 1928 in preferred 


stocks in the best among the leading 
corporations, because some of you have 
undoubtedly thought that stock invest- 


ments by a life insurance company were 
not permitted. During the session of the 
legislature in the spring of 1928 the in- 
vestment laws under which the life 
companies operate in this state were 
amended to permit such companies to 
invest to a limited extent in preferred 
stocks of corporations or stocks guar- 
anteed by corporations which have for 
five consecutive preceding years earned 
4 percent or more on their entire capi- 
tal stock over and above their expenses 
and fixed charges. The amount of the 
company's stockholdings in any one 
corporation is strictly limited. The f- 
nance committee has taken advantage 
of this opportunity by investing the 
amount shown in our annual report in 


preferred or guaranteed stocks in the 
very best of these corporations. This 
outlet for investment is very beneficial 
to the company, as such _ securities 
yield, all things considered, a_ higher 
return than that of the class of bonds 


which the company is permitted to buy, 
at their present prices. The preferred 
stock which the company owns or here- 


after will buy, is a perfectly safe form 
of investment. The company does not, 
and may not under the law, invest in 
common stock.” 

In the event all of the assets are not 
turned over at once the liens are to be 


computed upon the basis of the assets 
turned over, and as further assets are 
turned over the liens will be accordingly 
reduced. Liens are not to be deducted 
from matured claims, except for sur- 
render values. An annual renewable 
term charge is added to the policy com- 
putation to provide for payment of 
claims without deduction of liens. The 
liens are to be reduced annually by sav- 
ings, earnings and profits from two- 
thirds of the savings in- mortality, two- 





and the increase in insurance in force 
during 1928. In many cases these fig 
ures are preliminary and there may be 
slight changes before the final reports 


of the companies on the year’s business 
are issued. 


New Paid New Paid Inc. in Ins. 
Bus. 1928 Bus, 1927 in Force 
$ 2,202,000 $ 1,349,000 $ 1,502,585 

5, 492,681 3,758,050 2, 621,478 

‘. 179,000 2,952,500 3,443,500 

4,172,750 426,550 

1,300,000 11,700,000 

3,062,016 1,200,000 


11,195,000 
33,258,340 

2,691,995 
4, 000 000 


21,926,131 
49,320,675 


10,108,603 





411,825 i 
verre? 8,697,000 

709,700 497,561 
3,794,014 2,000,000 
SeGCeP = =—Ssién eee ees 


57,002,097 
215,842,049 


64, "000. 000 
255,000,000 


1,050,500 anees  i#é-snsnemen 
1,904,000 2,445,330 530,500 
2,684,207 2,381,207 393,346 
6,616,259 6,289,150 1,050,049 


i, 488, 000 1,330,179 
57,829,021 
2,079,500 
1,201,000 
6,982,204 
13,588,005 
3,406,000 


,977, 000 
5,918,900 





3 
2,270,541 


Lincoln National Life ' 
Tells About Its New 


Compensation Plan 


of Fort 
inter- 


National Life 
has made a very 
concerning 


HE Lincoln 

Wayne, Ind., 
esting announcement extra 
compensation for its employes. Arthur 
F. Hall, president, said in his announce- 
ment to the Lincoln Life people at their 
annual Christmas party: 

“It has been the policy of the com- 
pany at the beginning of each year to 
set aside a budget for the operating 
expenses based on the expenses of the 
year preceding. And, if during the year, 


the operating costs are lower than that 
|\called for by the budget, the employes 
are entitled to share in the difference. 


Thus it is through the efforts of the 
workers themselves that they earn their 
extra compensation at the end of the 
year. Hearty and loyal cooperation will 


result in even further reduction of costs, 


| the benefits of which it shall be the 
| policy of the management to share with 
the employes.” 
The basis of extra compensation for 
the year 1928 is as follows 
Percent 
One full calendar year of service 5 
Two full calendar years and less th: in 
Eg reneiaedh ete agian bopoes 5% 
Three full calenda years and less 
than four .... : 6 
Four full calenda vears nd less 
than five ...... 6% 
Five full calendar years and less 
than six - i 
Six full cale nd: ir years of service and 
less than seven.. 7% 
Seven full calendar years and less 
than eight . ae s 
Eight full e¢ ale nd: ir years and less 
than nine .. cee se 8% 
Nine full calendar years And less 
than ten - i? > 
Ten full calendar years or longer. .10 
thirds of excess interest earnings, and 
two-thirds of loading, with all gains 





from lapses and surrenders, and excess 
of net sales price of assets. 

Notice of assumption of liability is to 
be sent by the Chicago National to the 
Public Life policyholders within 30 days 
after the lien has been determined. Pol- 
icyholders have a right to convert to 
any form of policy issued by the Chi- 
cago National Life, the conversion to 
be at attained age, and the equity of 
the policyholder to be credited on the 
new premium. 








ATTITUDE IMPORTANT 
IN SELLING INSURANCE 


Northwestern Mutual Life Meet- 
ing Held in New York 
City 


M. L. WOODWARD SPEAKS 


Sales Technique Stressed in Talks to 
Eastern Agents—Gustave Wuerth 
on Program 


attitude is more important 


Mental 
mental in selling life in- 
Ernest H. 
the North- 
one of the 
company’s an- 
New England, 


capacity 
surance, in the 

Brooklyn 
Mutual 

principal speakers at the 
nual convention of the 
middle Atlantic and south Atlantic 
agents met in New York last 
as did all the other 
actual experience, 
using figures and facts gained during 
his own career in the field. Other 
speakers who followed the trend of Mr. 
Earley were W. Everett Rowley of Jer- 
sey City and George H. Crosbie of Bos- 
ton, both giving valuable hints. 

Help New Agents 


than 
opinion of 

agent of 
Life, 


Earley, 


western and 


which 
Mr. 
spoke 


WwW eek Earley . 


speakers, from 


The entire meeting was held for the 
purpose of helping the new agents ot 
the company. Among its contributors 
were some of the youngest and most en- 
members of the field force. 
perfected through 
sales resist- 


thusiastic 
Sales technique as 
preparation, breaking down 
ance, and organization was the main 
point stressed. Carl Smith Dow and 
J. Hicks Baldwin of the Baidwin agency, 
Washington, D. C., gave an apt demon- 
stration of using a prepared s sales talk. 
Mr. Baldwin, one of the several Bald 
wins that go to make up that agency, 
is a recent graduate of New York Uni- 
versity’s life insurance school and both 
he and Mr. Dow emphasized the value 
of “knowing what you are going to say 
before you say it.” By dialogue they 
proved their points, showing the most 
successful plans of overcoming the “no 
attitude of some prospects, arousing 
their interest and placing before them a 
idea. 
Approach Important 
Pittsburgh 
approach the 
that 


concrete 


Royal S. Goldsbury of 
urged the agents not to 
prospect with too much of the air 
the sale must be clinched. Allow them 
to relax and feel that you are only talk 
ing with them, and thev will talk to you 
more readily, he advised. The approach 
is 50 percent of the sale and demonstra 
tion and close are 25 percent respec- 
tively. he concluded 

C. D. Delphey, Jr., of Pittsburgh be 
lieves in getting the prospect in a laugh- 


ing frame of mind, and his address 
proved his ability to provoke laughter 
from even the most somber listener. 


Ralph Harris of Pittsburgh and John W 
Brooks of Svracuse spoke for a short 
while on their methods. 

The evening was given over to a gath 
ering of the Northwestern Mutual Life 
agents and officers around the festive 
board. W. F. Atkinson of Brooklyn 
presided, introducing as the principal 
speaker Nathan Jonas, president of the 
Manufacturers Trust Company of 
Brooklyn and former rate book man 
for the Northwestern. 

Carries Large Amount 


Proving that he was a great believer 
in life insurance, Mr. Jonas told the 
agents that he carries $1,000,000 on his 
own life and that his brother carries 
$4,500,000. Life insurance estates of less 

(CONTINUED ON PAGE 16) 
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NYLIC INCENTIVES and AIDS TO SUCCESS 








_Nylic Friends 


g National advertising grows because retail 
merchants have learned that it is much 
easier to sell goods that are well known to 
the public. 


Nylic Agents do not find it necessary to 
“introduce” their Company, which now 
has Two Million Policyholders insured for 
nearly 7 Billion Dollars. = 





Since organization, Nylic has paid to liv- 
ing Policyholders and to beneficiaries over 
2 Billion 600 Million Dollars. It is now 

. . . . . — 
distributing over 50 Millions a year in 
Dividends, 


Through 84 years of investing, New York 
Life has been of incalculable service to the 
nation, to business and to individuals. To- 
day its assets of over 1 Billion 400 Million 
Dollars are largely used to finance public 
works, railroads, public utilities, business 
buildings, homes and farms. 





So, wherever the Nylic agent goes, 
he finds Nylic friends—policy- 
holders, beneficiaries and 
borrowers — who are 
grateful to the Com- 
pany for its serv- 
ice to them. 





New Home Office Build- 
ing on the site of the 
famous old Madison 
Square Garden 


NEW YORK LIFE INSURANCE COMPANY 
MADISON SQUARE, NEW YORK 


DARWIN P. KINGSLEY, President 
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W. O. W.-GLOBE LIFE 
DEAL HELD ILLEGAL 


Nebraska Supreme Court Up- 
holds Order Requiring Return 
of Funds 


Use of Good Will, Property or Organ- 
ization of Fraternal for Promoting 


GOOD FAITH CHALLENGED | 


' 

| pany as a subsidiary helpmeet of the W. 
O. W. is devoid of candor and recti- 
tude, in face of the record made by the 
officers themselves, who left it easily 
within their transient and ephemeral 
power to sell every share of stock sub- 
scribed by W. O. W., whereby every- 
thing claimed as a justification of their 
acts could be lost.” At another place it 
is pointed out that the insurance com- 
pany was authorized to go into a large 
variety of businesses, all beyond the pur- 
view of a fraternal, which has power to 
draw money from members for the sole 
purpose of paying benefits and operat- 
ing expenses. As both the order and 
the life company were named by the 
same officers and they contracted with 





Life Company Enjoined 


LINCOLN, NEB. Jan. 10.—The Ne- 
braska supreme court has upheld the 
action of the district court in ordering 
the Globe Life to return to the sov- 
ereign camp of the Woodmen of the 
World certain bonds and moneys total- 
ing $2,000,000 used in purchasing almost 
the entire capital stock of the life com- | 
pany. The opinion condemns the trans- | 
action as not being legal and at several | 
points challenges the good faith of those 
interested in the proposition. 

It holds that no fraternal organized | 
under the laws of Nebraska has any 
power, directly or indirectly, to write 
insurance or issue membership certi- 
ficates for profit; nor can it use its funds 
to incorporate an old line insurance | 
stock corporation and subscribe for its | 
capital stock to be sold to members of 
the fraternal under the guise of having | 
such stock company cooperate with the | 
fraternal in writing a line of insurance | 
not permited to fraternals. 


Not Legal “Investment” 


Such a fraternal, having surplus funds 
available for investment in securities | 
prescribed by its constitution and laws | 
can not organize and subscribe for the | 
whole of the capital stock of a busi- | 
ness organization, under the pretext that | 
such transaction constitutes an invest- | 
ment. It does not come within the legal 
definition of an investment. 

When, as in this case, a fraternal is 
organized and carried on for the sole 
benefit of its members and beneficiaries, | 
and not for profit, causes its officers to 
organize a stock insurance corporation, 
using the funds of the fraternal to sub- 
scribe for the capital and surplus of the 
insurance corporation, such transaction is 
ultra vires, unlawful, against public 
policy and void. In this case the sover- | 
eign camp authorized the purchase, and 
the court says it possessed no power to | 
do that. 


Members of Fraternal Not Notified 


The fact that the department of the 
state vested with supervisory powers 
Over insurance business conducted with- 
in the state approved the transaction can 
afford no protection to wrongdoers. The 
court said that the plan to circumvent | 
the restrictions on fraternals writing old 
line insurance was formulated two | 
years ago, and that neither of two state 
laws was utilized to bring about a con- | 
solidation or a transformation. The | 
fact of the organization of the life com- 
pany was not known to members ex- | 
cept the ones actively engaged in the 
organization and their personal friends 
and supporters. A month later mem- 
bers were notified that they had the 
privilege of buying stock in the insur- 
ance company until Jan. 1, 1928, three 
weeks later. The court points out that 
the sovereign camp authorization placed 
no such limit of time, and also that no 
safeguards were put up to prevent the 
Woodmen losing control, when this 
should have been done, before the $2,- 
000,000 left its treasury. 

“Devoid of Candor and Rectitude” 


The court says that “the claimed pur- 





pose of organizing the insurance com- 





| company, and personally 


| cial insurance, 


| which 


themselves. 

Affirmation carries with an order en- 
joining the use for the life company of 
the good will, property or organization 
of the fraternal. 

Globe Life to Go Ahead 


W. A. Fraser, head of the Woodmen 
of the World, said that so far as he per- 


| sonally was concerned, he was willing 


to accept the supreme court decree 
completely divorcing the Globe Life 
from the fraternal, but that his legal 
advisers would probably ask for a re- 
hearing in order to secure a modifica- 
tion of some of the terms. He proposes 
to turn the Globe Life over to others to 
operate as an independent company, 
with capital of its own. Over $400,000 
of its stock is owned by other than the 
Woodmen of the World, the owners 
being members of the order. It now has 
$6,000,000 of insurance in force, and in 
a position to go ahead as an independ- 
ent organization. Mr. Fraser will re- 
main as head of the Woodmen. He said 
that most of the insurance on the books 
of the Globe had been secured by its 
officers without cost, and that it now 
has assets of $2,000,000. 

Mr. Fraser insists that he acted under 


| what he esteemed to be sound legal ad- 


vice that the two companies could co- 
operate, as the plan was worked out. 
None of the officers have collected any 
salary or commissions from the life 
he has put on 
$2,000,000 of the insurance in force. All 
the profits were to go to the Woodmen 
of the World, he said, to aid it in meet- 
ing present day demands for commer- 
He said he owned but 
$200 of Globe stock. 


UNITED OF CONCORD 
HOLDS CONVENTION 





The annual convention of the general 
agents of the United Life & Accident 
Insurance Company of Concord, N. H., 
was held in Hartford last week. Eu- 
gene E. Reed, chairman, and Sidney E. 
Tilden were in charge of the program. 
The primary object was to give agents 
in the district an opportunity of a 
course in agency management, con- 
ducted by J. Marshall Holcombe, H. G. 
Kenagy and S. G. Dickinson of the Life 
Insurance Sales Research Bureau. 

E. Glass, the company’s Hartford 
agent, was commended by President 
Allen Hollis, for the splendid showing 
was made by his office. Mr. 
Glass turned in the largest volume of 
business of any of the company’s agents 
during the past year. 

In the final meeting the agents lis- 
tened to a talk on the business of the 
past year and a brief outline of the com- 
pany’s plans for the forthcoming vear. 
The speakers were H. G. Kenagy, S. G. 


Dickinson and J. Marshall Hol- 
combe, Jr. 
Great West Life Meeting 
OTTAWA, Can., Jan. 10.— The 


Great West Life’s managers association 
met here this week. Executives from 
all the nine Canadian provinces were 
present and from Michigan, Minnesota, 
Illinois and North Dakota. C. C. Fer- 
guson, general manager, presided at the 
convention, Other home office officials 
in attendance were A. J. D. Morgan, 
assistant general manager, and M. H. 
Bingeman, agency secretary. 
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GREEN SIGNAL CLUB 
IN ANNUAL MEETING 


ILLINOIS LIFE MEN GATHER 
Home State Representatives of Chicago 


Company Hold 20th Convention at 
Home Office in That City 





More than 100 home state represen- 
tatives of the Illinois Life attended the 
20th annual convention of the Green 
Signal Club Saturday, at the home office 
in Chicago. 

The opening address was made by 
R. W. Law, retiring president of the 
Green Signal Club, who presented his 
successor, D. B. Ryan, with a watch 
as a token of esteem from the entire 
club to its new leader. President Ryan 
responded with an appropriate speech 
well-seasoned with real Irish wit. 

B. J. Stookey, secretary of the IIlinois 
Life, spoke on “Conservation.” At the 
request of one of the audience Mr. 
Stookey also described the path taken 
by an application on its trip through the 
home office. 


Dr. George Cullen, medical director, 
told “How the Men in the Field Can 
Help the Medical Department.” His 


talk was an enlightening one and gave 
the field men a comprehensive idea of 
the functions of that department. 

President R. W. Stevens followed 
with a brief address on “The Objects 
of These Meetings” in which he an- 
nounced the novel program which was 
to follow. This feature as he described 
it was to be “an old fashioned Presby- 
terian experience prayer meeting” in 
which the entire gathering was to take 
part. 


Managers Conduct Experience Meeting 


Several managers had been informed 
at the managers’ meeting which was 
held the day previous that they were 
to take charge of this portion of the 
meeting and as their turn came to lead 
the discussion into any subject they 
chose. 

Manager C. N. Brown of the eastern 
Illinois department was the first leader. 
He chose “Applications and Policies” as 
his subject and led the audience in a 
lively and interesting discussion. 

The second “prayer meeting” leader 
at the afternoon session was E, J. 
Hutchinson, veteran manager of the 
east-central Illinois agency. “Hutch,” 
as he is known, handled his portion of 
the program in the entertaining manner 
for which he is famous. -His topic was 
“Conservation.” 

The third leader was Manager H. A. 
Davidson of northwestern Illinois. His 
subject was “Time.” Dr. G. H. Kopperl 
of west central Illinois followed with 
“Where May We Look in 1929 for Our 
3est Prospects” and Manager L. G. 
Richardson of southwestern Illinois with 
“Rate Book and Manual.” 

W. N. Stafford, manager of north- 
eastern Illinois agencies, was next on 
the schedule, but as time was getting 
short he generously gave way to Agency 
Manager T. J. Henderson of Michigan, 
who led the discussion on “Advance In- 
formation on Prospects.” Roger Davis, 
general agent for the southwestern de- 
partment, concluded the session with a 
discussion on “When Should You Quote 
the Premium.” 

The banquet, entertainment, and dance 
at the Stevens Hotel in the evening was 
attended by 350 persons including mem- 
bers of the home office force, and was 
a fitting climax to the day’s pleasures. 

President R. W. Stevens of the IIli- 
nois Life introduced E. J. Hutchinson of 
Champaign, IIl., who was the first presi- 
dent of the Green Signal Club when it 
was started 20 years ago. “Old Hutch” 


brought greetings and called attention 
to the growth of the home state or- 
ganization since the first meeting was 
held. 





MINNESOTA ‘A MUTUAL 


TO HOLD CONVENTION | 


AGENTS TO MEET AT BILOXI 





John Marshall Holcombe, Jr., of the 
Life Insurance Sales Research 
Bureau Is Guest Speaker 


The Minnesota Mutual Life agency 
convention will be held at Biloxi, Miss., 
Jan. 14-17. O. J. Lacy, vice-president, 
will be in charge. President E, W. 
Randall will give the welcome next 
Monday morning, followed by a discus- 
sion of the various facilities and equip- 
ment the company has for its agents. 
Sam R. Weems of Dallas, state man- 
ager, will give an address closing that 
session. On Tuesday there will be a 
further discussion of methods available 
to agents to increase their personal sell- 


ing record. Vice-President T. A. Phil- 
lips will speak and close the session. 
On Wednesday John Marshall Hol- 


manager of the Life Insur- 
Bureau, will have 


combe, Jr., 
ance Sales Research 
charge. He will speak both morning 
and afternoon that day. On Thursday, 
the morning session will be given over 
to a discussion of the points developed 
by Mr. Holcombe. Definite plans for 
agency building will be outlined by gen- 
eral agents of good record for organiza- 
tion last year. In the afternoon the 
assognment of quotas and other busi- 
ness is listed. 


John Hancock Meeting 


meeting of the 
will be held at 


The general agency 
John Hancock Mutual 
the home office Feb. 11. 


| 


| year 


MUTUAL LIFE OF | CANADA 
TO ENTER NEW YORK 


FOURTH DOMINION COMPANY 


Expected to Align Itself With Other 
Canadian Offices in Sharing Canada 
Life’s Large Risks 


NEW YORK, Jan. 10.—It is reported 
that arrangements are virtually com- 
pleted for the admission of another big 
Canadian life company into New York. 
The company is the Mutual Life of 
Canada and it is the fourth Dominion 
company to gain entrance to the state, 
the others being the Canada Life, Im- 
perial and Federation Life. 

The Mutual Life of Canada is but one 
younger than the 
Canada itself, having been chartered 
December, 1868. Originally called the 
Ontario Mutual Life, it began making 
noticeable progress two years later with 
insurance in force of approximately 
$500,000. Each year has brought 
company an appreciable increase in busi- 
ness, and at the close of 1927 it reached 
$386,712,481. 

The particular interest of the com- 
pany’s admission to the state is that it 
expects to align itself with other Cana- 
dian companies operating here in sharing 
part of the large risks placed by the 
Canada Life. This is understood to be 
the arrangement among Dominion com- 
panies thus far and in respect to the 
Mutual Life this will tend to strengthen 
the arrangement. It is expected that 
the Mutual Life will rent office space in 
the near vicinity of other Canadian com- 
panies licensed here in order to effect 





| better cooperation, 











E. W. 


RANDALL 
Chairman of the Board 


E. W. Randall, president of the Min- 
nesota Mutual Life, retires from that of- 
fice to become chairman of the board. 
T. A. Phillips, vice-president, succeeds 
to the presidency. O. J. Lacy, vice- 
president and agency manager, becomes 
the ranking vice-president. H. W. All- 
strom is vice-president and actuary; C. 
N. McCloud, second vice-president and 
medical director, and Harold J. Cum- 
mings, superintendent of agencies. 

Mr. Randall and Mr. Phillips have 
been associated with the Minnesota 
Mutual for 20 years and have been stal- 
warts in developing its service and for- 
warding its interests. The official staff 

is responsible for the rapid growth 
and steady development. It is now 
operating in 26 states. It is regarded as 
on the well managed companies of the 











T. A. PHILLIPS 
President 
country. It has stood for quality in 


business and agency selection. 
Mr. Randall’s administration, the com- 
pany has enjoyed a strong and efficient 
management. Mr. Phillips, as the chief 
lieutenant, has served the company with 
distinction and is regarded as one of the 
able insurance men of the west. 
Strong Board of Trustees 


The Minnesota Mutual board of trus- 
tees is particularly strong, it consisting 
as follows: 

Donald 
G. Leslie, . o—. 
Co.; Eli S. Warner, president, 
Warner Co.; John E. Burchard, real 
estate; E. W. Randall, chairman, Min- 
nesota Mutual Life; T. A. Phillips, presi- 
dent, Minnesota Mutual; C. 
Griggs, president, Griggs, ‘Cooper & 


G. Leslie Paper 
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NEW ARRANGEMENT 
FOR THE MEETING 


EXPERIMENT TO BE TRIED 


American Life Convention Will Sand- 
wich Its Sectional Conferences 
With the General Program 


committee members of 
Life Convention will 
Jan. 21. They will be 
President Clarence L. 
Ayres at his home. An outline of the 
Cincinnati meeting will be made. John 
M. Laird of the Connecticut General is 
chairman of the committee. It is likely 
that a new arrangement will be followed 
this year. The general talk is that the 
legal section will meet all day Tuesday 
a meeting on Monday 
as heretofore. This will enable, there- 
the legal men and others that have 
been attending its meeting to enter the 


The program 
the American 
meet in Detroit, 
the guests of 


golf tournament. On Wednesday eve- 
ning it is likely that the various sections 
will have their business meetings. The 
home office management, financial and 
agency sections will be given one session 
of the convention in which to conduct 
their general program. This, therefore, 


will run the convention proper through 


Friday afternoon. President Ayres and 
Secretary Adams feel that with this 
combination more people will be likely 
to get a larger benefit out ol the sec- 


tional and general meetings. 


Joins Life Presidents Body 


The Boston Mutual Life has been ad- 
the Associa- 
Insurance Presidents. This 


companies. 


tion of Life 
gives it 66 





o. J. 


LACY 
Vice-President 


treasurer, State Savings 
f3ank; H. W. Allstrom, vice-president 
and actuary, Minnesota Mutual Life; 
Myron McMillan, secretary and general 
manager, J. T. McMillan Co.; C. N. Mc- 
Cloud, second vice-president and med- 
director, Minnesota Mutual Life; 
Kenney, vicepresident, Great 
Northern Railway Co.; Geo. W. Rob- 
inson, president, Tri-State Telephone & 
Telephone Co.; O. J. Lacy, vice-presi- 
Minnesota Mutual; L. H. Ickler, 
American National Bank; R. 
president, Merchants National 


Louis Betz, 


president, 
C. Lilly, 
Bank. 
Total insurance in force at the end 
of 1928 was $162,000,000, a gain of 12 
percent over the previous year. The 
assets increased about $2,500,000 to $19,- 
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COMPANIES PROSPERED 
ON LAST YEAR’S WORK 


EXCELLENT RETURNS SHOWN 


Early Figures from Headquarters Indi- 
cate That 1928 Treated Life 
Insurance Very Well 


Che Provident Mutual Life closed the 
year with $126,852,180 paid for business, 
a gain of $13,143,489 over the previous 
year. 

The Ontario Life & Accident of 
Waterloo, Ont., announces that business 
issued and revived last year amounted 
to $8,000,000, making insurance in force 
$40,000,000. The claims incurred last 
were 143,878, a considerable de- 
crease over the year before. 


year 


Western & Southern 


Che Western & Secuthern now has a 
little over $700,000,000 in force, as of 
Jan. 1, of which over $250,000,000 are 
ordinary. The gain in industrial debit 
in 1928 was $14,102.72 or about $17,- 
000,000, and in ordinary $11,000,000 gain. 
[he company closed the year with over 
$90,000,000 assets and a surplus of about 
$5,000,000, with capital of equal amount. 
The Shenandoah Life of Roanoke, 
Va., closed the year with something 
over $72,000,000 in force, an increase of 
$5,500,000. 


Shows Nice Increase 


More than $11,000,000 of new business 
written during 1928 by the Indianapolis 
Life brought the total insurance in force 
to approximately $87,000,000, 

Che company is entering its 24th year 
and had its biggest and most successful 
year in 1928, Gains were made all alony 
the line—increased insurance in force, 
increased assets, reserves and surplus. 

Lincoln National Life 

The Lincoln National Life’s paid for 
business last year was $153,631,245 and 
that for 1927, $139,409,392, Its mortal- 
ity was nearly $500,000 less in 1928 
although its expected claims were ap- 
proximately $700,000 greater. The heavy 
mortality in 1927 was due to an in- 
creased incidence of claims on big risks 
due to a greater proportion of specula- 
tive risks which began to be submitted 
about 1923 or 1924. The company’s im- 
provement in mortality in 1928 is due to 
the fact that in November, 1926, it in- 
stituted a much more rigid selection of 
speculative risks. As the company ascer- 
tained, speculative risks involve personal 
Selection against the companies. This 
personal selection manifests itself largely 
in the first two or three years of insur- 


ance. Consequently a change in selec- 
tion will show almost immediate and 
beneficial results. These were mani- 


fested in the Lincoln Life’s record last 
year. 


Continental American Life 


The Continental American Life of 
Wilmington, Del., one of the first com- 
panies to issue its annual statement, 
shows assets of $11,126,469, capital 
$652,350, net surplus $1,120,501, new in- 
Surance $15,151,229, insurance in force 
$85,736,444. One of the features of its 
new business was that 86 percent of it 
was in policies of $5,000 or more. 

The recurrence of the influenza epi- 
demic late last year, although in a 
greatly modified form, resulted in a 
death rate for the year nearly twice as 
great as 1927. Nevertheless in spite of 
the higher death rate, net earnings were 
sufficient to meet all dividend require- 
ments and to leave a balance equal to 
more than 50 percent of the dividends 
to policyholders. These extra earnings 
have not been added to surplus but the 
major part has been charged up as a 
liability and carried to a special fund 
with a view to a further increase in the 
present scale of policy dividends. 

The Continental American specializes 
on high class select risks, going after 
people with a larger income and seek- 


THE NATIONAL 


'PENN MUTUAL WILL 
| CONTINUE ITS PLAN 


WILL BUILD ON MAN POWER 


Company Demonstrated That Agency 
Training Should Begin at the Top 
Instead of Below 


| 

|; PHILADELPHIA, Jan. 10.—Exten- 
sion of the manpower program of the 
Penn Mutual throughout the field is 
steadily going on. Its various features 
are gradually being put into full use 
among the general agencies. Super- 
visors’ and agents’ schools will be held 
throughout the year in various portions 
of the country. Substantial additions 
to the sales course will be made a part 
of the new system of agent-training. 
Various sales promotion plans, including 
an up-to-date direct mail system, wiil 
be put at the disposal of the represen- 
tatives. The substantial progress in us« 
made in these first few months is re- 
garded by the company as certain to be 
continued during 1929. The Penn Mu- 
tual believes its new business record in 
1928 demonstrates conclusively, if it 
needs demonstration, that agency train- 
ing should begin at the top, and not at 
the bottom, and that efficient recruiting, 
training, and supervising are the three 
most vital factors in the adequate dis- 
tribution of life insurance, just as is the 
case in any other great business. 


ing policies for not less than $5,000, 
About 85.9 percent of the new business 
was in such larger policies which shows 
that the company is achieving its goal. 
This means that with each $1,000,000 of 
insurance, the Continental American has 
about one-third as many policies to 
handle as the average company. This, 
of course, cuts down the expense of 
handling detail. The amount of assets 
over and above reserves and miscel- 
laneous liabilities equals nearly 20 per- 
cent of the total liabilities including the 
reserves. The company closed the year 
with the largest single month in its 
entire history and carried its new busi- 
ness beyond the 1927 record. The total 
amount of insurance in force is now 
four times as great as the amount of 
all its insurance it had on its books 10 
years ago. Philip Burnet, president of 
the Continental American, is one of the 
high-grade executives who is building a 
splendid institution. 


American Life of Detroit 


The annual statement of the American 
Life of Detroit is announced by Presi- 
dent Clarence L. Ayres. The company 
is now in its twenty-second year and 
has made a most excellent record. Its 
assets were $14,316,450. Its previous 
statement showed assets of $11,872,823. 
Its capital is $500,000 and net surplus 
$514,460, giving it policyholders surplus 
of $1,014,760. Last year this item was 
$813,418. The American Life now has 
insurance in force $91,622,669. Mr. 
Ayres is president of the American Life 
Convention and is very much interested 
in that organization. The company has 
had a consistent growth and is very ably 
managed. 

Penn Mutual Life 


The Penn Mutual reports total - paid 
for business last year $255,050,554, a 
gain over 1927 of $41,467,801 or 19.41 
percent. There were no drives. A large 
part of the increase was attributed to 
the introduction of the company’s ex- 
pansion program, although its plans and 
methods were in use during only a por- 
tion of the year. About 80 percent of 
the new business was on the ordinary 
life plan. 

Business Men’s Assurance 

The Business Men’s Assurance con- 

cluded the biggest year in its history 


in 1928 with $36,691,425 in new life 
business compared with last year’s total 





UNDERWRITER 


BEGUN WRITING BUSINESS 


CARL C. MARCUSEN PRESIDENT 


Pacific National Life Assurance Starts 
Under Good Auspices by Receiving 
$800,C00 in Applications 


Eight hundred thousand dollars in 
applications, over $400,000 worth of 
which have been examined and approved, 
have been received under date of Jan. 2 


by the Pacific National Life Assurance 
of Salt Lake City, a stock company re- 
cently organized. The Pacific National 


is a stock company with capital and sur- 





CARL C,. 


MARCUSEN 


plus of $1,500,000. Carl C. Marcusen, 
vice-president of the Price Commercial 
Bank of Price, Utah, is president of the 
new carrier. Others officers are: 

First vice-president, J. L. Firmage; 
second vice-president, Heber Nielson; 
secretary-treasurer, Nephi L. Morris; 
actuary, Carl E. Herfurth; medical di- 
rectors, Dr. George W. Middleton and 
Dr. W. R. Tyndale. The board of di- 
rectors comprises 18 merchants, manu- 
facturers and professional men. 

The Pacific National Life will for the 
present confine its activities to Utah. 
Later, as conditions warrant, it will en- 
ter other states. 


of $29,310,296. The company now has 
life insurance in force of $65,000,000. 
Over 200 members of the sales force 
qualified for the 1000 Club, compared 
with 184 last year. W. J. Pierce of 
Oklahoma is president of the club for 
1929 with the highest personal produc- 
tion. A. T. Dahlke of Detroit, the sec- 
ond high producer, is vice-president. 
The company has set for its 1929 goal 
$45,000,000 in new life insurance and a 
total income of $6,750,000. The total 
income for 1928 was $5,837,488.17. 


Kansas City Life 


The Kansas City Life closed the year 
with $391,385,000 of insurance in force. 
The net issued business in 1928 was 
$74,259,920 together with $85,893 in life 
annuities and $56,298 in single premium 
life. The company has a gain of 
‘$21,783,000 in insurance in force. A. H. 
Lieber of Wisconsin is the high pro- 
ducer in 1928 with a net issued business 
of well over $1,250,000. Dix Teachener, 
who has for a number of years led the 
company in personal production, and has 
been in the million dollar class for sev- 
eral years, issued and paid for $1,118,000. 
This was written in 151 applications 
with an average policy of $7,400. He en- 
joyed a renewal experience of 90 per- 
cent on exposed business of $1,012,000. 

A preliminary survey of the past 





year shows the Bankers Life of Iowa 
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NEW UTAH COMPANY HAS'_ | HUEBNER OPENS LECTURE 


SERIES IN NEW YORK 


LIFE VALUES 


EMPHASIZES 


Life Insurance Responsible Factor in 
Rapid Transformation of Science 
of Economics 


NEW YORK, Jan. 10.—That life in- 
surance and banking have been two o! 
the factors most responsible for the 
rapid transformation that the science of 
economics is undergoing, was the open- 
ing phrase in the first of a series of lec- 
tures by Dr. S. S. Huebner, dean of the 
American College of Life Underwriters 
and professor of insurance and com- 
merce of the Wharton School of Finance 
& Commerce, University of Pennsylva 
nia, who spoke before approximately 5C0 
bankers and trust officials of New York 
City last week. 

“Man has two business’ enterprises,” 
he said. “They are his family and his 
chosen life’s calling. The first of these 
is most important and the greatest 
gamble and should therefore be the besi 
organized. The family and a man's 
business are very closely interrelated in 
that what’s good for one is good for the 
other. 

Two Kinds of Values 


“There are two kinds of values. Ther« 
is property value, or the material things 
of life that we are accustomed to an‘! 
on which too many of us pin all o 
our hopes. Then there is the human 
life value, which is the money worth o: 
the economic forces which the human 
being has incorporated within his per- 
son. 

“We place the stamp of the dollar on 
property and are coming to place 
the same monetary value on human life. 
The value of the working lives in a 
community is greater than all the prop- 
erty value, and in this country of our: 
the value of the working, producing 
lives is five and one-half times as great 
as the value on all the property, or 
$2,500,000,000,000.” 


Human Life Appraisals 


Dr. Huebner predicted that within an- 
other ten years, just as there is toda) 
in respect to property, there would hx 
offices of human life appraisal with life 
underwriters and trust officials as the 
appraisers. He also predicted a more 
universal application of free medica! 
examination by life companies to assur 
longevity and good health, just as the 
fire and casualty companies are launch- 
ing vigorous campaigns of fire and ac- 
cident prevention. 








to be in a most healthy condition. The 
total life insurance in force at the end 
of 1928 was approximately $890,000,000 
The total of paid-for and restored lit 
insurance during 1928 was  approx!- 
mately $140,000,000. The gain in ad 
mitted assets was around $14,000,000 
and the aggregate total of the assets | 
now $117,000,000. The total dividend 
payments for 1928 were over $4,000,000. 
the largest in its history. The total o' 
payments to beneficiaries in 1928 was 
approximately $9,000,000 and the tota! 


since organization has been in round 
numbers $139,000,000. The compan) 
again led all life insurance companies 


in the production of new, paid-for lit 
insurance in Iowa, its own home stat 





Reise Is Made Actuary 


Harold Reise has been appointed 
actuary of the Register Life of Daven- 
port, succeeding Harold Mizener, who 
has resigned. Mr. Mizener has been 
actuary for the Register Life for eight 
and a half years. Mr. Reise is a gradu- 
ate of the University of Iowa and 
secured a master’s degree in actuarial 
theory. He has been a member of the 
accounting department of the Maccabees 
at Detroit since graduation. 
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NATIONAL FIDELITY 
HAS ITS MEETING 


HAD VERY SUCCESSFUL YEAR 


President Ralph H. Rice Presided at 
the Various Sessions—Claris Adams 
Chief Banquet Speaker 


KANSAS CITY, MO., Jan. 10— 
Fifty agents of the National Fidelity 
Life are meeting in the annual agency 
convention here. This is the largest 
convention ever held by the company, 
following the most successful year in 
its history. President Ralph H. Rice 
is presiding. Claris Adams, general 
counsel of the American Life Conven- 
tion, was the principal speaker at the 
banquet. 

President Rice opened the convention 
with a welcome to the agents, and the 
morning was devoted largely to presen- 
tations of trophies and awards to out- 
standing producers, 

Qualification for Clubs 


All agents producing more than $100,- 
000 of life insurance during the year are 
eligible ta attend the convention, and 
those with a production of $150,000 or 
over are entitled to membership in the 
Front Rank Club. Stanley Watson, 
Kanes City agent, with a production 
of $700,000, is the new president of the 
producers’ organization. J. J. Hurlbert 
of California, qualified as first vice- 
pre BF sory with $650,000, and Emory 
Custine, of Iowa, was made second vice- 
president with a personal volume of 
$400,000. Mr. Gustine had been the 
leading producer the two previous years 
and during the past year took over a 
general agency and has spent much of 
his time on his new duties. 


Trophies Presented 


Trophies were presented to agencies 
making high records in the special No- 
vember and December campaign. The 
E. J. Knutson agency of Soldier, Iowa, 
won the trophy for the agency making 
its quota first, having completed its 
quota in less than half the time. The 
trophy for the largest increase over the 
quota was presented to G. F. Newell, 
of Chickasha, Okla. J. W. Dickinson, 
and Mr. Gustine tied for the individual 
showing the largest percentage of paid- 
for business in November and Decem- 
ber compared to the written business. 
Both men had a 100 percent average, 
and both received trophies. 


Newell Principal Speaker 


G. F. Newell made the principal | ad- 
dress of the opening session, on “Are 
We Salesmen, Agents or Underwrit- 
ers?” Mr. Newell dismissed the first 
two classifications and said the man be- 


hind the life rate book is an under- 
writer. He said that the underwriter, 
however, must put more than a busi- 


ness interest into his profession. 


Crandall Agency Makes Big Gain 


Earl M. Crandall, Salt Like City gen- 
eral agent of the Lincoln National Life, 
feports that his agency made in 1928 an 
nerease of approximately 25 percent in 
paid-for business over 1927. Mr. Cran- 
dall has been in the life insurance busi- 
ness in Utah 23 years. When he first 
began selling insurance he made this 
endeavor a side-line to lightning rod 
selling. He represented first the Kan- 
sas City Life. Then he opened Utah for 
the National Life, U. S. A.. and served 
that company 11 years. For the last 
eight years he has represented the Lin- 
coln National. His first policyholder, 
written Aug. 6, 1905, is still “alive, 
healthy and happy.” 





Rust ruins more guns than wear. 
Rest ruins more brains than work. 
Waste has produced more poverty than 
all the floods, fires, wrecks, panics and 
other calamities that ever happened. 





LIFE 


INSURANCE 


EDITION 


1929 DIVIDEND INFORMATION 


N December Tut NationAL UNDER- 
WRITER carried a short list of announce- 
ments which had been made con- 
cerning 1929 dividends. Since that time 
a number of other companies have made 
an official decision. 
Prominent among 
the one made by the 
tual. Due to a refund in 
compandy is able to pay a 20 percent 
extra dividend in 1929 on all issues. An- 
other is the increase announced by the 
Mutual Life of New York which is 
occasioned by an increase in the inter- 
est rate from 4.7 per cent to 4.8 percent. 
After the company name a notation 
shows the decision made: 
Abraham Lincoln Life—No 
Aetna Life—No change. 
Zaltimore Life—No change. 
Bankers Life, Neb.—No change. 
Berkshire Like—No change. 
Canada Life—No change. 
Cedar Rapids Life—Increase. 
Central Life, Ia.—Increase. 
Central Life, Ill.—No change 
Central States, Mo.—No change. 
Columbia Life, Ohio—No change. 
Columbus Mutual Life—No change. 
Connecticut Mutual—No change, 
20 pereent extra being added. 
Equitable Life, N. Y. extra fifth year 


these decisions is 
Connecticut Mu- 
taxes the 


change. 


but 





Investment Work 


for Insurance Men 


NEW book has just been issued by 

Harper & Bros., called “Invest- 
ment Management,” by Dwight C. 
Rose of Scudder, Stevens & Clark, the 
well known insurance investment coun- 
sel of New York City. This book is a 
study of insurance company investments. 
using the records of several of the larger 
companies as a basis. 

The first four chapters bring into clear 
relief the fundamental elements of the 
investor’s problems. In Chapters V to 
XII an attempt is made scientifically to 
measure actual investment experiences 
in this country since 1900. The book 
analyzes this experience into its compo- 
nent parts in order to permit a study 
of the inherent characteristics of va- 
rious types of securities and also to de- 
termine the causes responsible for the 
varying degrees of accomplishment from 
them. From this has developed a con- 
servative and successful investment pro- 
gram. 

Appendix III gives a comparison of 
underwriting and investment results of 
25 of the largest United States fire in- 
surance companies. 

The whole book is timely and valuable 
for anyone in charge of insurance com- | 
pany or other investments. 

The investment departments of all 
insurance companies will find this splen- 
didly gotten up book of 440 pages a 
valuable treatise on insurance invest- 
ments. Orders will be filled promptly 
at the regular price of $5 by The Insur- 
ance Book House, care The National 
Underwriter Company, 420 East Fourth 
street, Cincinnati, O. 





Goes to Chicago 


Walter W. Head, president of the 
Omaha National Bank of Omaha, Nebr., 
well known to insurance men because 


of his appearance before insurance gath- 
erings, has been elected president of the 
State Bank of Chicago and will move | 
to that city. Mr. Head is a director of 
the New York Life and the Fidelity & 
Deposit. He gave a notable address 
last October before the casualty con- 
vention at White Sulphur Springs, W. 
V. He was formerly president of the 
American Bankers Association. He is 
head of the Boy Scout movement in this 
country. He is a director of the Chi- 


cago & North Western Railroad. Mr. 
Head is a native of Tilinois and began 
his career as cashier in the DeKalb | 
State Bank. 


| capacity. 


| week starting Jan. 17. 


dividend increased and term plans in- 
creased. 

Equitable Life, la No change ex- 
pected. 

Federal Life, Ill No change 

Girard Life—No chang¢ 

Great West Lite Expect no change 

Guardian Life, N. Y No change 

Home Life, N. Y.—No change 

Indianapolis Life Same scale except 
$7.50 extra on 1909 issues 

John Hancock Mutual—No change. 

Manhattan Life—Same to May, 1929. 

Manufacturers Life Increase. 

Mutual Benefit Life No change. 

Mutual Life, N. Y.—Increase 

Mutual Trust Life Increase. 

National Life, Vt Same scale but 20 
percent extra dividend paid in 1929. 

New England Mutual—No chang« 

New York Life No change except ad- 
justment at older ages 

Northwestern Mutual—Increase 

Provident Mutual Life—No change 

Prudential—No change. 

Reliance Life—Increase 

St. Louis Mutual—No chang¢ 

Scranton Life Increase. 

Security Mutual, Neb.—No change ex- 
cept adjustment on new rates. 

State Life, Ind.—No change 

State Mutual—No change 

Union Central Life—No change. 

Union Mutual Life No change 


(C. B. Knight Agency 


in Expansion Move 


The New York City agency of the 
Union Central Life, under the direction 
of Charles B. Knight, will move its 
office on Jan. 12, to the Transportatiton 


building at 225 es ~ The Knight 
agency had to get larger quarters. 
rom an cutadeaiie small and unpreten- 


tious office, this agency has occupied for 
some years practically the entire tenth 
floor of the Woolworth building. 

Comfortable provision is made in the 
new offices for at least 150 agents in 
addition to the regular office help. The 
auditorium is located on the Seth floor, 
which will be used for the Monday morn- 
ing meetings. A complete insurance 
library has been installed. In 1913, 
the year prior to Mr. Knight taking 
charge of the Union Central agency in 
New York, it paid for $2,000,000. The 
next year it paid for $4,000,000. For 
some several years past the annual pro- 
duction has exceeded $40,000,000. The 
business in force will approximate $300,- 
000,000. Successful branches are in op- 
eration in Brooklyn, Newark, West- 
chester county, Staten Island, Flushing 
and Uptown New York. 

Walter E. Barton is assistant manager 
in charge of the agency and Paul S. 
Ranck is assistant manager in charge 
of the cashier’s department. Preble 
Tucker, well known statistician and tax 
authority, has been identified with the 
agencv for some years in a consulting 
There will be a celebration of 
the agency’s 15th anniversary this week 
which will take the form of an all day 
sales congress with representative speak- 
ers including officers and authorities in 
other fields. The agency’s goal for 1929 
is $50,000,000. 





Will Feature Thrift Week 


The John Hancock Mutual 
making preparations to feature Thrift 
Week by preparing its agents in ad- 
vance with arguments to use during the 
The publicity 
department is furnishing material for 
papers to be used during the week. The 
John Hancock is ureing its agencies to 
| take a greater interest in this particular 
week. 

The Manhattan Life is another com- 
pany that is featuring National Thrift 
Week. It is furnishing its agents with 
advertising material and a booklet en- 
titled “Budget Plan With a Conscience” 
that can be given to prospects and pol- 
icyholders. 


Life is 








PROTECTIVE LIFE WILL 
BROADCAST DEDICATION 


OPENING NEW HOME OFFICE 


Progress Includes Addresses by Hueb- 
ner, Holcombe and Officials 
of Company 


BIRMINGHAM, AL, Jan. 10.— 
Agents attending the dedic ition, conven- 
tion of the Protective Life Jan. 17-19 
will be presented to their policyholders 
and friends over the air through station 
WAPI at Birmingham. 

Life insurance men over the 
will be interested in the radio 
to be broadcast over WAPI Jan. 18 
30 to 9 p. m. The program will 
be featured by brief addresses by Prof 
S. Ss. Huebner of the Wharton School 
of Finance and Commerce, John Mar- 
shall Holcome, Jr., manager of thé Life 
Insurance Sales Research Sureau, and 
others. A musical program of excep- 
tional talent will also be given. 

rhe occasion of the program is the 
dedication convention of the Protective 
Life and the dedication exercises will 
be broadcast from the Protective Life 
studios. Other speakers will be former 
Governor William D. Jelks of Alabama 
tounder of the Protective Life and now 
chairman of the board; President S. F. 
Clabaugh and George H. Thigpen, 
superintendent of insurance of Alabama. 


country 
program 


trom 7 


The convention, which is the first 
held by the Protective Life in its new 
home office building in Birmingham, 
will be preceded by an interesting short 


course training school of three 
new and prospective agents, 

Station WAPI, operated by the Ala- 
bama Polytechnic Institute and the city 
of Birmingham, operates on a frequency 
of 1140 kilocycles, or 263 meters. The 
studios are furnished by the Protective 
Life which will sponsor a Protective 
Life hour of entertainment each Fridav 
evening from 8 to 9 o'clock. 


days for 


Aanesleon Savings Meeting 


_ The American Savings of Indianapolis 
is holding its first home office conven- 
tion on Thursday and Friday of this 
week. The announcement states that 
the convention is being held in cele- 
bration of the company’s first $1,000,000 
of placed and paid-for insurance. The 
company ‘began business last Septem- 
ber and was launched by Charles Folz 
and R. L. McKechnie, both formerly 
connected with the Public Savings which 
reinsured about a year ago in the West- 
ern & Southern Life. 


Bates Is Seattle Manager 


Harry M. Grinnell, who has resigned 
as general agent of the Mutual Benefit 
Life at Seattle, Wash., will endeavor to 
recuperate his health, He was con- 
nected with the company for almost 30 
years. He started to work as an agent 
in Tacoma. Five years later he was 
appointed to the Seattle general agency. 
Lawrence R. Bates has been appointed 
to succeed him. He started with the 
Sioux Falls agency as an agent in 1914, 
remaining there until 1926, when he 
went to the home office as a field serv- 
ice manager. He attended the Univer- 
sity of South Dakota. 


Dumont Takes Position 


John R. Dumont, who recently retired 
as insurance commissioner of Nebraska, 
has been appointed manager of the newly 
organized Interstate Underwriters Board 
at New York City, which was created 
by the fire insurance companies through 
a special committee of the Eastern Un- 
derwriters Association. It will have 
charge of what is known as floater fire 
insurance business. This organization 
will deal with risks under the same man- 
agement located in different states, such 
as chain stores, branch warehouse stocks 
and other similar properties. 
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I Cant 


(No. 


- Kinance 
My Men! 


DESPAIR VIBRATES IN THE 
VOICE OF THE AMBITIOUS 
AGENCY BUILDER AS HE DIS- 
APPOINTEDLY UTTERS 
THESE WORDS. FOR EVERY 
EXPERIENCED MANAGER 
KNOWS THAT THE AVERAGE 
NEW APPOINTEE MUST BE 
FINANCED IN SOME EFFEC- 
TIVE WAY DURING THE 
EARLY MONTHS OF HIS CA- 
REER. 


WHICH HAS OPERATED AND 
PROVED ITS EFFICACY BY 
MORE THAN SIX YEARS OF 
REMARKABLE ASSISTANCE 
IN THE HANDLING OF THE 
FIRST PREMIUM NOTES OF 
ITS MEMBERS. THE AGENTS’ 
FUND MEANS “QUICK CAPI- 
TAL” PLUS CREDIT TRAIN- 
ING BY EXPERTS. 


ESTABLISHED is99o 


AMERICAN CENTRAL 
Rig: 


INSURANCE COMPANY 


INDIANAPOLIS 


2 


3 


of a Series) 


American Central Representatives 
Enjoy A Unique Service 
--The Agents’ Fund -- 


(Just one of the many reasons why American Central 
representatives are happy and successful.) 











TOPEKA MEN IN CONTROL 
OF ST. LOUIS COMPANY 


FORM LARGE ORGANIZATION 





Buchananne and Temple Sell Mississippi 
Valley Life Interests Through North 
American Company 


The Mississippi Valley Life of St. 
Louis, Mo., has been sold and shortly 
will be merged with two other com- 
panies to form a single life insurance 
company with admitted assets of about 
$10,000,000 and approximately: $60,000,- 
000 of insurance in force. 

J. N. Mitchell and John B. Smith 
of Topeka, Kan., and other associates 
are the purchasers of the Mississippi 
Valley Life. Control of the company 
was obtained by purchasing the North 
American Company of St. Louis a hold- 
ing organization which owns 94 percent 
of the capital stock of the life company. 
Although the consideration paid for the 
company has not been made public it 
is said to have been approximately $450,- 
000. Unofficial reports placed the price 
at from $400,000 to $475,000. 


Formerly with Federal Reserve 


Mr. Mitchell, who is a former officer 
of the Federal Reserve Life of Kansas 
City, Kan., succeeds J. D. DeBucha- 
nanne as president. Mr. Smith is a re- 
tiring deputy insurance commissioner 
for Kansas and has succeeded Paul L. 
Temple as vice-president and secretary 
of the company. 

The Mississippi Valley Life was 
formed on Jan. 1, 1925, under the laws 
of Illinois to succeed the old Kaskaskia 
Life shortly after the home offices of 
that company were moved to St. Louis. 
In October, 1927, the company reinsured 
the Western Life of Chicago and in 
March, 1928, the Two Republics Life of 
EI Paso. 

Recently the company underwent a 
convention examination, but the final 
report on the audit has not been re- 
leased for publication. The company 
now has about $2,000,000 in admitted 
assets and about $15,000,000 of insurance 
in force. It does business in Missouri, 
Illinois, Ohio, Texas, Kansas and New 
Mexico. 

Will Move Feb. 1 


After Feb. 1 the company will move 
from its present offices in the Paul 
Brown building, Ninth and Olive streets, 
to 3207 Washington boulevard, into the 
Spanish Mission type building formerly 
occupied by the Central States Life as 
its home office building. This struc- 
ture was purchased before the initiation 
of the deal with Mitchell and Smith 
for the sale of the company. 

Neither Messrs. DeBuchananne or 
Temple will be connected with the com- 
pany in the future but no other changes 
in the official family of the company are 
planned at this time. 

Mr. Mitchell confirmed the report 
that the company is now negotiating 
for the purchase of two other companies 
which will be merged with it. One of 
these companies has assets of about 
$6,000,000 and $40,000,000 of insurance 
in force. The other company is a very 
small one. 

“It seems to me that St. Louis is a 
logical insurance center of the West,” 
Mr. Mitchell said in commenting on the 
purchase of the Mississippi Valley Life, 
“That is why we plan to establish larger 
headquarters here.” 





Gordon to Give Dinner for Low 


John Gordon, Chicago manaver of the 
Home Life of New York, will give a 
dinner Jan. 16 in honor of the com- 
pany’s president, Ethelbert I. Low. It 
will be attended by all of Mr. Gordon’s 
agents and a number of brokers with 
whom he does business. It is probable 
that some other home office men in 














CONTINENTAL LIFE OF 
DENVER BEGINS WRITING 


—_————_ 


CHARLES BECKER PRESIDENT 


Company Is Controlled by Holding Cor- 
poration—Starts Business With 
$100,000 Capital 


The Continental Life of Denver, a 
new company, has begun writing busi- 
ness. It is controlled by the Continental 
Life Underwriters of Denver, a holding 
corporation. Roy D. Slagle is vice-pres- 
ident and general manager. The life 
company’s capital is $100,000. 

The Continental Life Underwriters 
was organized for the purpose of pur- 
chasing and selling in all forms, bonds, 
stocks, negotiable securities; to purchase 
stock in other companies, particularly 
those of life insurance companies, and 
to acquire and hold a controlling inter- 
est and majority of the stock of the 
Continental Life. The Continental Life 
has been granted a charter and 100 per- 
cent of its capital stock will be owned 
by this corporation. It will do business 
as an old line legal reserve life com- 
pany, with its executive and home offices 
located in Denver. The company has an 
agency organization valued by compe- 
tent authorities at a minimum of 
$50,000. 

The officers are: President, Charles 
E. Becker, Denver; vice-president, G. F. 
Fellay, Madison, Kan.; vice-president 
and director of production, R. D. Slagle, 
Denver; secretary and director of pro- 
duction, F. M. Setchell, Denver; treas- 
urer, B. G. Harrison, St. Francis, Kan. 


New York’s New Official 


Albert Conway, a Broooklyn attor- 
ney, and member of the legal firm of 
Richards, Smyth & Co. of that city, 
who takes the office of New York in- 
surance superintendent to succeed 


James A. Beha, was the nominee on the 
Democratic ticket for attorney-general 
in New York last November. 


At one 





ALBERT CONWAY 
Superintendent of Insurance 


time he was assistant district atttorney 
at Kings county. He is prominent in 
the Tammany organization. He is 
chairman of the law committee of the 
King county Democratic organization. 
He is a native of Brooklyn, attended 
St. John’s College and graduated from 
Fordham in 1910. He served on the 
faculty of the Brooklyn law school for 
two years. 


New York Life’s Figures 
The New York Life has announced 
that it wrote $909,000,000 in new busi- 
ness last year. This gave the company 
a total in force on Dec. 31, 1928, of 





addition to Mr. Low will be present. 


$6,750,000,000, 
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Insurance Stock 
Quotations 





HARLES SINCERE & CO., Chi- 
cago investment house, give the fol- 
lowing insurance stock quotations: 


Par Bid Asked Divd. 
Aetna Cas. & Sur.100 1475 1525 $12.00 
Aetna Fire....... 100 740 750 24.00 
Aetna Life....... 100 1090 1100 12.00 
Amer. Alliance... .100 50 55 16.00 
American Equit... 5 36% 38% 1.50 
American, N. J... 5 31 32 1.00 
Automobile ...... 100 475 485 1% 
Baltimore Amer.. 49% 50 Ter 
Bankers & Ship..100 560 590 18.00 
BMOGGOR. ccccvccese 00 935 950 18.00 
CamGem ccccccece 5 32% 33% .80 
GOUENOE. 200500500 10 52 54 1.40 
Chicago F. & M.. 10 16% 18 cece 
Chicago Nat. Life. 10 20 ees 
Colum. Nat. Life.100 430 440 7.00 
Conn, General....100 1900 1950 *12.00 
Continental, Ill... 10 93 96 1.60 
Cont. Casualty... 10 71 73 1.60 
Cont, Fire ....... 0 90 92 2.00 
a, Ge Sc concece 25 188 195 *5.00 
Wee, & BEDecccess 50 300 310 *7.00 
, SB, eas 10 102 104 2.00 
Firemen’s ....... 10 45% 46% 2.20 
Franklin Fire 25 465 475 8.00 
Glens Falls ...... 10 67 69 *1.60 
Globe & Rutgers.100 1570 1590 44.00 
Great Am. Indem. 10 73 77 ees 
Great Amer. Fire. 10 53 54 1.60 
Great Lakes...... 10 11 13 ees 
Halifax Fire...... 10 42% 44 6% 
Hanover Fire..... 10 78 80 10% 
Harmonia Fire... 10 44 46 1.40 
Hartford Fire....100 935 975 20.00 
Hartford St. Blr..100 800 815 *16.00 
Home Fire....... 100 590 600 20.00 
Homestead ...... 10 46 49 .60 
Import. & Exp... 25 99 100 4.00 
Indep. Indemnity. 10 22 24 eee 
Ins. Co. of N. A.. 10 86 88 *2.00 
Inter-South, Life.. 1 5.35 S.48 .ccs 
Lincoln Nat. Life. 10 150 160 2.00 
Maryland Cas.... 25 160 170 *4.50 
Metrop. Fire..... 10 10 14 1.00 
Milw. Mech....... 10 50 52 *1.60 
Mo. State Life.... 10 88% 88% 1.20 
Montana Life..... 10 15 5 8.00 
National Cas..... 10 48 1 1.20 
National Fire.....100 1290 1330 °%20.00 
National Liberty... 5 32% 33 ‘aes 
Nat. Union Fire..100 08 418 12.00 
New Amst. Cas... 10 7 80 2.80 
New Brunsw. Fire 10 52 54 1.20 
New World Life.. 10 16 18 8% 
New York Cas... 25 104 108 4.00 
Niagara Fire..... 25 147 152 3.75 
North Amer. Life. 50 200 210 20% 
N. W. Nat. pe 25 200 215 5% 
Old Line Life. 10 38 40 15% 
Pacific Fire.. 25 170 190 °2.50 
Pacific Mut. Life. 10 91 93 20% 
Peoples Natl...... 5 37 38 onan 
Phoenix, Ct.....+- 100 935 950 20.00 
Presidential ..... 25 26 28 sens 
Provid. Wash..... 100 850 870 *16.00 
Reliance Fire..... 10 24 27 1.20 
St. Paul F. & M.. 25 220 225 4.00 


2 0 
South. Surety N.. 10 7 38% 12.00 
Sprinef'ld F. & M. 25 





Stuyvesant ...... 10 315 eae 6.00 

rae 100 2350 2450 25.00 

Travelers ........ 100 1780 1810 16.00 

U. S. Fid. & Guar. 50 86 89 *9.00 

Th Mh eee cenveve 10 124 129 1.20 

Westchester ..... 10 98% 100 *2.00 
*And Ex. 





TEXAS COMPANIES PROSPER 





Estimate $190,000,000 of New Life Busi- 
ness Written in Dallas 
During 1928 





Dallas life insurance agencies have 
estimated that $190,000,000 in new busi- 
ness was written during 1928 against a 
total of $175,000,000 in 1927. The an- 
nual premiums on this volume of busi- 
ness will total close to $5,000,000. It is 
estimated that insurance now handled 
through the Dallas offices amounts to 
$700,000,000 in force with an annual pre- 
mium income of about $15,000,000. 

The old line companies located at 
Fort Worth, Waco, San Antonio, Beau- 
mont, Houston, Galveston and El Paso 
all report an increase in the amount of 
business put on the books in 1928 as 
compared with that of 1927. The per- 
centage of increase is about the same as 
that experienced by the Dallas com- 
panies. 

The new companies of the state, 
located at Dallas, Houston, Wichita 
Falls and San Angelo, report excellent 
business for the year. These companies 
have exceeded by a million or more the 
amount of business they expected to 


F. H. Sykes Advanced 


PHILADELPHIA, Jan. 10.—Direc- 
tors of the Fidelity Mutual Life at their 
1929 organization meeting made three 


changes among the executive personnel 
of the company. Frank H. Sykes, sec- 
ond vice-president and manager of agen- 





FRANK H,. SYKES 


cies since 1924, was made vice-president 
and manager of agencies. The title of 
vice-president and general counsel was 
conferred upon George H. Wilson who 
has been general counsel of the com- 
pany since 1914. J. Russell Sykes, comp- 
troller since 1914, becomes vice-presi- 
dent and comptroller. 








put on the books. The mutuals and 
fraternals, with few exceptions, report 
an increase in ~~ last year when 
compared with 1927. 











RECENT COURT DECISIONS 











Plaintiff seeks rescission of the rein- 
statement of lapsed policy on the ground 
that the statements in the application 
for reinstatement that insured was then, 
to the best of his knowledge and be- 
lief in good health, etc., were false. The 
right to resort to equity is claimed on 
the ground that the reinstated policy 
was incontestable after two years from 
June 6, 1923, and that insurer within the 
two years must not only initiate a con- 
test but it must be a judicial contest. 
Upon reconsideration of the question in- 
volved the court has reached the con- 
clusion that the application, acceptance 
of premium and issuing of the receipt, 
constituted a contract for restoration 
of the original policy; that such con- 
tract like any other may be attacked for 
fraud. In this case, the insured died 
within the year following reinstatement. 
There is nothing in the statutes of limi- 
tation or in the provisions of the con- 
tract which prevent the interposition of 
the defense of fraud in an action at law 
on the policy. Plaintiff has an adequate 
remedy at law and the right to defend 
any suit on the policy upon the ground 
that the reinstatement was procured by 
fraud. Bill of complaint dismissed. 
N. Y. Life v. Feicht. U. S. Dist. Ct. 
No. Dist. Ill. East Div. 

oe ¢ 

Facility of Payment Premium—The 
company had assumed to act under this 
provision and paid the amount of the 
policy to Anna A. Jones, wife of de- 
ceased. Decedent and his wife Anna 
had previously separated and had en- 
tered into a written contract settling 
their property rights whereby for cer- 
tain cash considerations then paid her 
the said Anna Jones released Adam 
Jones from any and all claims for main- 
tenance and alimony and all claims 
against him growing out of their mar- 
riage relationship. Held that no free- 


dom of arbitrary or capricious choice 
is given the insurer nor license to act 
carelessly and without proper inquiry 
into the facts. It may not act with 
such indifference that the funds are di- 
verted from the estate by payment to 
one who has no legitimate claim upon 
them. In determining who ig the per- 
son “equitably entitled” to receive pay- 


| ment the insurer must be governed in 
| making its choice by equitable principles 
| approximating at least those recognized 


by the courts. Where a person is a 
relative by blood or connection by mar- 
riage with the insured, such claims are 
not made to depend upon the equities 
of their claims but upon the relation 
of the parties and a payment to them 


| should be upheld unless it works an in- 


| the insurance company affirmed. 





justice upon an equitable claimant or 
the company otherwise fails to exercise 
its option in good faith. Judgment for 

Jones’ 
Appeals, 


Admr, vs. Prudential. Ct. of 


Ky. 


Guardian Life Promotes Two 


The Guardian Life announces two new 
home office appointments. William Mac- 
Gregor Morris, assistant actuary since 
March, 1926, has been elevated to as- 
sociate actuary. Although still a young 
man, Morris has studied actuarial work 
in Scotland, Canada and the United 
States. Educated at George Watson’s 
College, Edinburgh, he entered life in- 
surance in Scotland. He was associated 
with Scotch companies until three years 
ago, when he joined the Guardian Life. 
C. Albert Hahn has been appointed 
cashier. He has been with the Guardian 
36 years. 


“MASTER circumstances or circum- 


stances will master you.” 








tunity. 


for 
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ARE YOU READY 


ADVANCEMENT? 


An expansion program of an aggressive, 
strong, life insurance company. 


Insurance in force, over 600 million. 


A number of desirable opportunities have 
been created for men with production rec- 
ords and ability to organize. 
service and co-operation and real oppor- 


Every agency 


The National Underwriter, 
A1946 Insurance Exchange Bldg., Chicago. 
































12 THE NATIONAL UNDERW RITE ‘R 








S 


Aggressiveness 
Dominating Factor In 
‘Central Life 


Aggressiveness has made the Central Life Assurance Society 


a power in the insurance field in the Midwest today. 


ce fe fe 


It is Old enough to be thoroughly established BUT Young 


Enough to offer Exceptional Opportunities. 


ce ff f 


The Central Life Assurance Society is tlie largest 
Life Insurance Company of its age, save one, today 
in the United States built other than by consolida- 


tion with or absorption of other companies. 


e 2 


aggressive HOME OFFICE—Aggressive Supervision 
United Progressive Aggression Bring Success to 


Central Life Men. 


Central Life 


Assurance Society 


| 
(MUTUAL) 
| 


An 


T. C. DENNY, President 


DES MOINES IOWA 


'l at that age, excepting for benefits, 


| 
| 
} 
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| IMPORTANT “CHANGES 
BY THE TRAVELERS 


PREMIUM REDUCTIONS MADE 


|| New Policy Has Been Issued Known 


| 

| inception of disability 
{ 
| 




















Just Reinsurance 
: That’s All 




















as “Insurance During Expecta- 
tion of Life” 
10.—Important 


HARTFORD, Jan. 


changes effective Jan. 15 in life insur- 
ance rates, in disability provisions and 
in policy limits and a new form of 


policy are announced by the Travelers. 
| Many changes are made in rates, the 
principal being the reduction of pre- 
miums at the younger ages on life and 
limited payment forms. The new dis- 
ability clause provides for benefits if the 
shall be prior to 
the clauses terminating entirely 
the 
| rights to which have theretofore been 
acquired. As heretofore, benefits will 
| date from inception of disability except 
| that no monthly income will be payable 
for any period in excess of six months 
prior to receipt of proof of disability, 
and claim must be made during the 
lifetime of the policyholder. 

New Policy Issued 











age 60, 





The new policy will be known as “in- 
surance during expectation of life.” The 
company says it is designed particularly 
to serve the needs of that part of the 
public, which desires protection at the 
lowest cost during productive years. 
The term of the contract is the expec- 
tation of life. For example, at age 35 
the contract may without increase in 
premium be continued in force for 32 
years, 

It is particularly desirable, the com- 
pany points out, for the man who wishes 
to secure for a long period of years the 
maximum protection at the least ‘cost 
and at the same time take advantage of 
interest rates to invest his own surplus 
funds. 

The contract is convertible at any 
time up to five years prior to its expira- 
tion, either as of original date or as of 
attained age. The maximum amount of 
insurance that will be issued on this 
new form is $150,000 at ages 20 to 45, 
inclusive, and $100,000 at ages 46 to 50, 
inclusive. 

Under the general heading of “term 
contracts” the Travelers also announces 
that the maximum limit for the five- 
year automatic conversion contract, one 
year, five year, and ten year term con- 
tracts will hereafter be $50,000, which 
amount as a total may not be exceeded 
by any combination of these forms. 
The maximum age at issue on all term 
forms is 50. 


New Agency Club Rules 


New rules for membership in_ its 
agency clubs have been announced by 
the Mutual Life of Canada. For the 


“Quarter Million Club,” $200,000 is the 
volume required from a member who 
has not previously qualified, with a 
premium income of not less than $6,500, 
as against $250,000 of business and 
$8,000 of premiums under the old rules. 
Agency managers may qualify as hon- 
orary members by personal production 
or by having two or more sub-agents 
qualify. The maximum credit for any 
one case is to be $100,000. : 


Acacia Supervisors Meet 


A meeting of the field supervisors of 
the Acacia Mutual Life was held at the 
home | office in Washington, D. C., on 
Jan. 7-9. President William Montgom- 
ery presided over the opening session, 
after which the meetings following were 
conducted as round-table discussions, 
with “Field Problems of 1929” as the 
principal topic. 

The meetings were attended by the 
supervisors of Acacia who have as their 
territories the 45 states in which the 
company is licensed to do business. 
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GROUP INSURANC H 
BEST YEAR IN HISTORY 


EIGHT BILLION IN FORCE 


Vice-President Graham Estimates $1,- 


500,000,000 of New Business Was 
Written in 1928 


NEW YORK, Jan. 10.—The year that 
has just come to a close has seen the 
greatest expansion that group insurance 
has yet experienced since its introduc- 
tion in 1911, according to William J. 
Graham, second vice-president in charge 
of group insurance for the Equitable 
Life of New York. “More group in- 
surance was placed in 1928 than in any 
previous single year,” he said. 

“While accurate figures on the group 
insurance production of 1928 will not 
be available for perhaps two weeks,” 
continued Mr. Graham, “I estimate that 
about $1,500,000,000 of new group in- 
surance has been purchased during the 
last 12 months for over another 1,000,000 
American workers. 

“This means that there is now in 
force in the United States approximately 
eight billion dollars of group protection. 
This is considerably more than was in- 
vested in all kinds of life insurance in 
the United States as recently as the 
close of 1901. 

“The rise of group life insurance since 
its inception has been one of the 
astounding developments of both the in- 
surance and the industrial relations 
worlds. The business was introduced 
by the Equitable and, at the end of the 
first full year—1912—there was an out- 
standing volume of $13,172,198. Its 
growth since has been one story of ever- 
increasing expansion, as illustrated by 
the volume in force at the end of the 
following quinquennial periods: 1918, 
$627,008,490; 1923, $2,468,935,567; and 
1928, $8,000,000,000 (Estimated.) 

“The prospects for 1929,” said Mr. 
Graham in concluding, “are for a new 
high record based not only on the grow- 
ing popularity of group life insurance, 
but also of group disability insurance 
covering disability resulting in tem- 
porary loss of wages, and of group pen- 
sion insurance covering superannuation 
and total permanent disability.” 


GENERAL AGENT CHOSEN 
ONE OF THE DIRECTORS 





Danville, Pa., 


D. E. Edmondson of 
who has been elected one of the direc 
tors of the Philadelphia Life, is a gen 
eral agent. This is the first time the 


field has been recognized on the board. 
Mr. Edmondson’s father was one of the 
first general agents identified with the 
company. D. E. Edmondson began car 
rying a rate book in his father’s agency 
in 1916. On the death of his father, he 
assumed active charge of the east cen 
tral Pennsylvania district. He is one of 
the largest stockholders in the company 
James K. Stone, who is vice-president 
of the Ledyard Heckscher & Co. of 
Philadelphia, has been elected a director. 
He is active in organization work and 
is interested in agency development. 
He attended a joint meeting of Phila 
delphia and New Jersey agents recently 
Other new directors are Ledyard 
Heckscher, vice-president of the Tubiz 
Artificial Silk Company, president of th« 
Ledyard Heckscher & Co.: William C 
Alexander, Jr., a Philadelphia attorney 
Ralph L. Freeman, president of th 
Lumbermen’s Insurance Company of 
Philadelphia; and Frank M. Hardt, vice 
president of the Fidelity-Philadelphi 
Trust Company. 


Life Presidents Accept Boston Mutual 


At the regular meeting of the Asso- 
ciation of Life Insurance Presidents the 
3oston Mutual Life was unanimously 
elected to membership. The total mem- 
bership now is 66 companies domiciled 
in 22 states and two Canadian prov- 
inces. 
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COMMITTEES | FOR YEAR 
HAVE BEEN APPOINTED 





OFFICIAL LINEUP ANNOUNCED 





Insurance Advertising Conference Has 
Made Public the Personnel of 
Its Working Cabinet 





The Insurance Advertising Confer- 


ence has announced the personnel of its | 


standing committees. John Hall Woods 
of the Great Northern Life of Chicago 
is general chairman of the membership 
committee. William F. Rohrer of the 
Fidelity & Casualty is chairman of the 
trophy committee. L. F. Tillinghast of 
the Great American Indemnity is chair- 
man of the standards of practice com- 
mittee. C. J. Fitzpatrick of the United 
States Fidelity & Guaranty is chairman 
of the public relations committee of the 
casualty group; C. A. Palmer of the 
North America, the fire group, and 
Henry F. Tyrrell of the Northwestern 
Mutual, the life group. Harold Taylor 
of the American of Newark is chairman 
of the press and publicity committee; 
A. W. Spaulding of the Hartford Acci- 
dent, chairman of the educational pro- 
gram committee; L. A. Welsh, United 
States Casualty, chairman of the finance 
committee; Clarence Axman of the 
“Eastern Underwriter,” chairman of the 
Cleveland convention entertainment 
committee. A. W. Spaulding is chair- 
man of the 1929 program committee for 
the casualty group; H. E. Taylor of the 
American, the fire group; John J. Jas- 
per of the “Insurance Field” for the 
press group; J. J. Doyle of the Western 
& Southern Life for the industrial life 
and accident group; S. A. Swisher, Jr., 





of the Equitable Life of Iowa for the | 


life group. Horace V. Chapman of the 
Ohio Farmers is chairman of the 1929 
conference exhibit. Chauncey S. S. 
Miller of the North British & Mercan- 


| man in the business, 


tile is chairman of the editorial commit- 
tee. Henry H. Putnam of the John 
Hancock Mutual Life is chairman of the 
life group development committee. 


EQUITABLE OF IOWA HOLDS 
MEETING OF ITS MANAGERS 





Henry S. Nollen, president of the 
Equitable Life of lowa, delivered the 
opening address at the annual meeting 
of the company’s general agents and 
agency managers in Dgs Moines. Mr. 
Nollen spoke on the production record 
of the agency force in 1928, which was 
more than $91,000,000, and predicted a 
year of greater production for 1929. 

After the address by President Nollen 
and brief remarks by H. E. Aldrich, 
vice-president, the agency representa- 
tives were divided into five groups. At 
these conferences agency problems were 
discussed and plans were laid for the 
new year. In charge of the confer- 
ences were B. F. Hadley and Mr. 
Aldrich, E. E. Smith, educational di- 
rector; Ray E. Fuller, field supervisor, 
and S. A. Swisher, assistant secretary. 

Thirty of the 32 states in which the 
company is licensed were represented at 
the opening session. Following a ban- 
quet, production leaders for 1928 were 
announced. J. A. Mason of New York 
City, a member of the Hoey & Ellison 
agency, was the largest personal pro- 
ducer, having written $1,066,000. 


Equitable’s Kansas Changes 


Fred Shelledy, district manager of the 
Equitable Life of New York at Par- 
sons, Kan., has resigned. He will so- 
licit ‘business and be a field assistant. 
Clyde O. Braden becomes district man- 
ager at Parsons. He has been two 
years with the Equitable Life and at- | 
tained membership in the Quarter Mil- 
lion Club. George H. Jackson, a new 
who was formerly 
a field assistant in the Columbus, Kan., 
district, has been appointed district man- 
ager for the Equitable there. 
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REYNOLDS ANNIVERSARY 


EXTEND NONMEDICAL LIMIT 





Kansas City Life Will Issue New Policy 
in Commemoration of President’s 
Silver Jubilee 


| 
| 


The Kansas City Life’s state man- | 
agers gathered last week at the home | 
office. There were a number of inter- | 
esting announcements made by the | 

| 
| 


home office, and the plans were formu- 
lated for the celebration in 1929 of the 
“silver anniversary” of President J. B. 
Reynolds’ presidency of the company. 

President Reynolds announced that 
the company will now accept nonmedi- 
cal business up to $5,000. The limit 
heretofore has been $2,500. On a policy- 
holder under 45 years of age, examined 
within one year for an amount of 
$10,000, or more, an additional policy 
may be written without further examin- 
ation for $10,000. Mr. Reynolds an- 
nounced that this step was justified in 
the light of the very favorable experi- 
ence which the company has had with 
nonmedical business. Almost one-third 
of the company’s business is now writ- 
ten on a nonmedical plan. The mortality 
experience of nonmedical business in 
the Kansas City Life stands around 25 
percent of the expected. 

The state managers, having proposed 
to make 1929 a “Silver Jubilee Year” in 
honor of President Reynolds, set the 
goal for new issued business for 1929 
at $100,000,000. They suggested that 
, F, Barr, superintendent of agencies, 
assign quotas to all the state managers. 
The state managers made further sug- 
asking that the company pre- 
pare two or three special policies for 
use during 1929. 

They requested the company to ar- 
range an agency conference in January, / 





| of New 


| uted among 14 different companies and 


13 


1930, the annual meeting of the state 
managers to be held in connection 

The company announced the revival 
of an old policy. The standard 20-pay- 
ment guaranteed policy will have at 
tached to it the double indemnity rider 
and the full rate premium provision 
from the 11th to the 20th year. An- 
nouncement was also made that a new 


| policy would be issued about May 1 


Life Department Makes Good Record 
On Dec. 31, 





1928, the life department 
of Johnson & Higgins completed its 
first year’s experience with production 
of paid-for totaling $16,435,6 698, and is- 
sued business, $21,880,998, G. A. Eubank, 
general manager of the department, in 
making the announcement that while 
Johnson & Higgins are general agents 
for the Prudential and the Home Life 
York, the volume was distrib- 


that 250 agents and brokers contributed 
to it. 


Historical Number in Demand 


Owing to the heavy demand for extra 
copies of the Chicago Historical and 
Insurance Exchange Number of THE 
NATIONAL UNDERWRITER, issued the last 
week in December, attention is called 
again to the fact that orders should be 
placed at once, owing to the limited 


supply. The price of the number as re- 
ceived by subscribers is 50 cents, while 
a copy bound in imitation leather can 


be supplied at $3. Send orders to Tue 
NATIONAL UNpERWRITER, A-1946 Insur- 
ance Exchange, Chicago. 


Claris Adams at Davenport 


Secretary Claris Adams of the Amer- 
ican Life Convention was in Davenport, 
Ia., Monday. On Monday noon he ad 
dressed the Rotary Club. In the eve- 
ning he gave a talk before the Daven- 
port Life Underwriters Association. He 
was the special guest of Lee J. Dough- 
erty, vice-president of the Guaranty Life 
of Davenport. 














ASSETS 


First Mortgages on Real Estate 
Bonds (worth in each instance 


Total Net Assets.............. 


AMERICAN LIFE INSURANCE COMPANY 


DETROIT 
22nd Year 
Financial Statement as of December 31, 1928 





double the amount loaned)... .$10,135,881.72 
Pree 29,413.06 
a ci 750.63 
Policy Loans and Renewal Premium 

| re ee 2,485,985.04 
Real Estate ($323,043.82 sold on 

ee, eee sews 715,157.23 
a oe eg 454,710.83 
ee ES gv ccndccccescees 2,045.01 
Interest Due and Accrued......... 211,967.57 
Deferred and Uncollected Pre- 

ED Vt etieasedennoce 280,539.18 
Furniture, Underwriting Equipment, 

Fixtures, Vaults and Supplies 

(all charged off).............. None 
Agents’ Debtor Balances.......... None 
Non-Admitted Assets ............. None 





$14,316,450.27 


LIABILITIES 


Reserve for all policies in force, in- 
cluding disability reserve... .. 
Reserve for installment trust bene- 





fits not yet due................ 422,228.64 | 
Reserve for present value of dis- 
ability benefits not yet due... .. 145,286.75 
Reserve for unpaid claims awaiting 
DD scdtecusecetachagsasess 87,422.00 
Reserve fer premiums and interest 
paid in advance and dividends 
ee ee 79,209.22 
Reserve funds apportioned and set | 
aside for annual dividend policies 41,220.81 
Reserve for agents’ credit balances 11,260.33 
Reserve for taxes................. 48,000.00 
Reserve for all other liabilities... . . 18,354.76 
EEE Goo uas eebeeuuse $500,000.00 
ie ha hak 514,759.67 
Surplus to Policyholders (Net)... .. 1,014,759.67 | 


Total to Balance............. 





PAID FOR INSURANCE IN FORCE, $91,622,668.90 


.$12,448,708.09 





| $14,316,450.27 *| 
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MAKING GOOD 


For sixty-one years the Equitable Life of 
Iowa has been making good. 


During this period this company has been 
built to greatness through the policy of giv- 
ing the best in life insurance to its policy- 
holders and the utmost in cooperation to its 
field force. Agents representing the Equita- 
ble Life of Iowa enjoy the advantage of 
friendly cooperation from satisfied policy- 
holders and unusual sales assistance from 
the Home Office. 


The Equitable Life of Iowa is a good 
company to buy from and a good company 
to represent. 





Founded: 1867 Home Office: Des Moines 

















HOME ‘LIFE INSURANCE COMPANY 


OF AMERICA 
Incorporated 1899 


PROTECTS THE ENTIRE FAMILY 
POLICIES ARE ISSUED FROM BIRTH TO SIXTY YEARS NEXT BIRTHDAY 


Home Life Agents are satisfied 
A Home Life Contract brings prosperity and progress 
2.2 @ * 
Home Life policyholders are satisfied 
A Home Life policy brings peace of mind to the man 
who loves his family 


INDEPENDENCE SQUARE PHILADELPHIA, PENNA. 


























PRODUCER WHO ALSO IS INSURANCE 
LAW EXPERT ANALYZES TAX DECISION 








BY MARC A. LAW 


Associate General Agent National 


A great deal of interest has been 
aroused by the decision on Jan. 2 by 
the United States Supreme Court in 
the case of Chage National Bank of New 
York vs. the United States relating to 
the constitutionality of provisions of 
the revenue act of 1921 in regard to the 
tax on proceeds of life insurance on the 
life of the decedent. The facts certified 
in this case are: 

On Sept. 13, 1922, after the effective 
date of the revenue act of 1921, Herbert 
W. Brown procured three insurance pol- 
icies on his life aggregating $300,000 
which named his wife as beneficiary. 
Each policy reserved to the insured the 
right to change the beneficiary. All pre- 
miums on the policies were paid by the 
insured. On April 10, 1924, he died 
testate, leaving the plaintiff, the Chase 
National Bank, as executor and the es- 
tate subject to the estate tax imposed 
by the revenue act of 1921. The tax as 
assessed by the commissioner included 
$9,146.76 imposed by reason of inclusion 
in the estate of the proceeds of the three 
insurance policies, less $40,000 exemp- 
tion authorized by the statute. The ex- 
ecutor paid the tax and brought suit for 
recovery. 

Two Questions Certified 


The decision is a long one which 
should be read by anyone interested in 
the subject. Two questions were certi- 
fied to the court: 

Question 1. Whether the tax imposed 
by the final clause of section 402 (5), 
revenue act of 1921, on life insurance 
policies payable in terms to beneficiaries 
“other than the decedent or his estate” 
is a direct tax on property and void 
because not apportioned, 

Question 2. Whether the $9,146.76 
tax imposed bears such an unreasonable 
relation to the subject matter of the 
tax as to render it void. 

The court remarked that the same 





Life of Vermont, Chicago 


questions were mooted by counsel but 
not decided in the case of Lewellyn vs, 
Frick. The court answered both ques- 
tions “no.” It decided that whereas un- 
til the moment of death the decedent 
retained a legal interest in the policies, 
he had the power of the disposition of 
them and their proceeds as completely 
as if he were himself the beneficiary of 
them. The court ruled that the tax was 
a transfer tax and not a tax on property 
and that the power in the decedent to 
surrender and cancel the policies, to 
pledge them as security for loans and 
the power to dispose of them and their 
proceeds for his own benefit during his 
life would seem to be no less a transfer 
within the reach of the taxing power 
than a transfer effected in other ways 
through death. 


Decision Not Conclusive 


_ The court did not decide that policies 
in which the right to change the bene- 
ficiary has not been retained are not 
subject to inheritance tax. The supreme 
court decides only the questions actu- 
ally brought before it. It is, however, 
probable that, in view of this decision, 
this point could be favorably argued and 
decided in another case. This decision 
does not follow the line of reasoning 
established in the Frick case and the 
whole subject is not as yet conclusively 
decided. A case must now be brought 
on policies in which the right to change 
the beneficiary has not been retained. 

As the matter stands at the present 
time, there is no federal estate tax on 
life insurance policies payable to benefi- 
ciaries other than the estate of the in- 
sured unless the insurance was taken 
out or the beneficiary receiving the pro- 
ceeds was named subsequent to Feb. 24, 
1919, the effective date of the revenue 
act of 1918 (Treasury Decision 4242— 
Nov. 6, 1928). Any insurance taken out 
after the above date in excess of $40,000 
is taxable. 








NEW SUPERINTENDENT TO 
HOLD SECTION 97 HEARING 





NEW YORK, Jan. 10.—The first 
official act, relative to life insurance, of 
the newly appointed superintendent of 
insurance of New York is a letter to the 
New York State Life Underwriters As- 
sociation in reference to the proposed 
amendments to Section 97 of the New 
York insurance law. Superintendent 
Conway advises the underwriters that 
there will be a public hearing at the 
New York office of the department at 
2 p. m. Jan. 14 on amendments to Sec- 
tion 97 and related sections of the New 
York insurance law proposed for sub- 
mission to the legislature. 

The -public hearing to be held Mon- 
day by Superintendent Conway on Sec- 
tion 97, it is hoped, will iron out much 
of the opposition encountered in the last 
six months. Many underwriters have 
been displeased with the legislation 
drawn up and, it is said, not without 
reason. Some say they were not asked 
for opinions on amendments to this and 
related sections until the final draft had 
taken place. An agency man on the 
committee handling the proposals would 
have helped, many believe. 

Many have the opinion that the un- 
derwrters are objecting solely from the 
viewpoint of the reduced commissions, 
but this is a mistaken opinion. Super- 
intendent Conway is expected to weigh 
the question in balance and bring in the 
necessary interpretation satisfactory to 
all. 


The annual home office school of the 
Equitable Life in the Kansas City dis- 
trict will start in Kansas City Jan. 28. 


! 
| 
| 
| 
| 
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| 
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SECURITY LIFE MEN 
DISCUSS METHODS 





Managers of the Security Life of Chi- 
cago from various points in central 
states held a meeting at the home office 
for the purpose of discussing company 
forms and practices and the outlining of 
definite managerial plans for 1929. The 
first day’s meeting was in charge of 
J. C. Seitz, secretary and actuary, who 
was assisted by Lewis Hirsch, assistant 
actuary, and F. E. Skinner, assistant 
secretary. President O. W. Johnson 
gave a splendid talk in which he out- 
lined the company’s progress during 
1928. A. B. Carney, educational direc- 
tor, spoke on “Three Steps In Agency 
Building.” He was followed by L. S. 
Broaddus, agency manager, who out 
lined the new sales portfolio. The day's 
session was closed by a dinner and thea- 
tre party. . 

The escond day’s session was i 
charge of S. W. Goss, vice-president, 
who took as his theme “Definite Mana 
gerial Plans for 1929.” He was fol- 
lowed by Mr. Broaddus, who outlined 
definite objectives for organization, pro 
duction and growth. He also spoke of 
the new agency plan, outlining as neces 
sary steps the finding, selection and the 
education of the new agent so that he 
will actually produce. 

Girardin to Go South 

Jules Girardin of Chicago, vetera® 
general agent of the Phoenix Mutual 
Life, and well known in the business, 
will leave shortly on a trip through the 
south. He will go to Galveston, Tex» 
where he formerly resided, and from 
there will journey to Miami, Fla., whert 
he will spend the rest of the winter. 
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PRESENT APPLICATIONS 
TO PRESIDENT SWINK 


a 


OUTLINE PROGRAM FOR YEAR 





Atlantic Life General Agents Gather at 
Richmond for Two Day 
Conference 





RICHMOND, VA., Jan. 10.—Bring- 
ing with them applications written since 
the first of the year totalling $275,000 
as a compliment to Angus O. Swink, 
their new president, more than a score 
of general agents of the Atlantic Life 
assembled in Richmond last week for 
a two-day conference at the home office, 
at which plans for the current year 
were outlined by President Swink and 
other company officials. W. H. Har- 
rison, superintendent of agencies, told 
of the agency department’s program for 
the year, while Robert G. Richards, 
agency secretary, gave an outline of the 
service which the department was pre- 
pared to render the field forces. 


Explains New Contract 


J. W. Sinton, actuary, explained a new 
policy contract which the company has 
under consideration. The new annuity 
contract which the company began issuing 
Jan. 1 was explained in detail by R. W. 
Gardner, supervisor. Alexander W. 
Parker, counsel, spoke on the proper use 
of the beneficiary clauses. Dr. Frank P. 
Righter, medical director, gave assur- 
ance of the full cooperation of the un- 
derwriting department in passing on 
submitted cases. The general agents 
accepted quotas for production of busi- 
ness greatly in excess of that produced 
in 1928. President Swink assured them 
that they would have his fullest co- 
operation in their efforts to meet the 
pledges. High tribute to the new pres- 
ident was paid by W. C. Woodard, gen- 


eral agent at Rocky Mount, N. C., and 
a director of the company. Edmund A. 
Saunders, chairman of the board, was 


unable to be present on account of sick- 
ness. 


RAY HABERMANN TO ST. LOUIS 





Becomes Agency Manager of the Equi- 
table Life of Iowa, Leaving 
Research Bureau 





Ray E. Habermann, who following an 
extended and successful experience in 
the field as salesinan and manager, 
joined the staff of the Life Insurance 
Sales Research Bureau, has on account 
of the necessity for extended travel ten- 
dered his resignation, and will join the 
field force of the Equitable Life of Iowa 
as agency manager at St. Louis. Mr. 
Habermann will also have charge of a 
considerable outlined territory in Mis- 
souri and Illinois. 

Arthur Anderson, general agent for 
the Equitable Life at St. Louis, will at 
his own request, be in charge of one of 
the units in Mr. Habermann’s agency 
as district manager. 

It is the intention of Mr. Habermann 
to build his plant on the unit system, 
having every unit fix as a goal $1,000,- 
000 production. Prior to taking charge 
at St. Louis, Mr. Habermann will spend 
Some time at the home office, during 
which period, in addition to familiariz- 
ing himself with the various depart- 
ments, he will plan the course to be 
pursued in the building of his agency. 


Adams to Speak in Boston 


Claris Adams of St. Louis, general 
counsel of the American Life Conven- 
tion, will be the speaker at the annual 
meeting of the Insurance Federation of 
Massachusetts, to be held in Boston 
Jan, 23. Usually the annual meeting fol- 
lows a luncheon, but this year there will 
be a banquet at 6:30. John W. Downs, 
general council of the federation, will 
Teport on legislative matters and the 
Officers for 1929 will be elected. 





B. M. A. MANAGERS MEET 
AT KANSAS CITY OFFICE 


PRESIDENT GRANT PRESIDES 
Study Research Bureau Agency Hand 
Book—Title of Supervisor Dropped 
by Company 





The Business Men’s Assurance held 
its annual supervisor’s meeting at its 
home office in Kansas City last week. 
Fourteen supervisors and their wives 
were present at the two day session. 
President W. T. Grant had charge of 
the meeting and presided at all sessions. 

The first day was devoted to a gen- 
eral discussion of subjects that were 
suggested by the supervisors and by 
home office men in contact with branch 
office problems. On the second day both 
sessions were spent in an_ intensive 
study of the Life Insurance Sales Re- 
search Bureau’s “Hand Book of Agency 
Management.” 


Change Title to Manager 


It is one of the objectives of the 
company to induce the managers and 
members of the home office sales de- 
partment to keep in mind a somewhat 
uniform method of presenting the sales 
job to the prospective salesman. The 
company is furnishing all its branch 
offices with figures prepared in a sys- 
tematic manner, so there may be a feel- 
ing that some uniformity is followed 
throughout the various branches and at 
the home office. 


It was decided at the meeting to 
change the title of “supervisor” to 
“manager.” This change was due to 


the more general use of the latter title 
by companies operating under the 
branch office plan. 

There was a banquet, with more than 
100 home office people, directors and 
managers, with their wives in attend- 
ance. Mr. Grant made the principal ad- 
dress, reviewing the record of the com- 
pany during the past year, and men- 
tioning with satisfaction the fact that 
the agency force had more than met the 
objectives of the year. 


CONFERENCES HELD 
WITH SOUTHERN MEN 





Field Superintendent Alford V. Gus- 
tafson and Agency Secretary Floyd R. 
Fisher of the American Central Life 
have just returned from an extended 
trip through portions of southern terri- 
tory. Agency meetings were held in 
Birmingham in collaboration with As- 
sistant Field Superintendent Rush H. 
Pearson; in Florida with Superinten- 
dent Gordon E. Varney; in Louisiana 
with Superintendent John J. Dubourg, 
and in Texas with Superintendens A. L. 


Davis, Floyd V. Studer and Rufus J. 
Wheeler. 
Huebner Itinerary Given 
Dr. Solomon S. Huebner, who is 


scheduled to address the Oklahoma life 
underwriters at their sales congress, will 
speak to the Oklahoma City chamber of 
commerce at a luncheon Feb 1. He is 
also scheduled for an address before the 
life underwriters of Missouri at their 
state meeting, and at the University of 
Oklahoma at Norman, while in that part 
of the country, according to George E. 
Lackey, program committee chairman of 
the Oklahoma Life Underwriters Asso- 
ciation. 


Ohio Was the Leader 


Ohio, at the end of December, 1928, 
led all the other states in the number 
of men in the various honor clubs of the 
Lincoln National Life of Indiana. Ohio 
led the list with 30 men holding mem- 
berships, but their lead was not great 
as Texas followed with 24 men to take 
second place. The other leaders were 
Indiana, with 22 men, and Michigan 
with 21. 
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A Big Year Ahead 
for Continental 
Life! 


THIS COMPANY IS 
STRENGTHENING ITS 
SALES ORGANIZATION BY 
THE ADDITION OF NEW 
GENERAL AGENTS IN KEY 
CITIES IN YOUR TERRI- 
TORY. 


IF YOU ARE LOOKING FOR 
A REAL OPPORTUNITY 
YOU ARE INVITED TO JOIN 
OUR SELLING STAFF FOR 
THIS BIG CAMPAIGN. 


AN OLD LINE COMPANY 
WITH FOURTEEN MIL- 
LIONS OF ASSETS AND A 
POLICY TO FIT EVERY 
NEED — LIFE, DISABILITY, 
ACCIDENT, GROUP. 








Write for particulars 


Continental Life Insurance Co. 


Continental Life Building 
St. Louis, Missouri 























FORTY-FOUR PER CENT 
ON POLICY HOLDERS 


The Bankers Life Company established two records in October, 1928, 
“Policy Holders’ Month.” 


The paid-for production of $17,708,649 was the greatest October total, 
and the second greatest total for any month, in the Company’s 
history. 


More than 44 per cent of the October production was written on 
Bankers Life policy holders—another Onward March record. 


BANKERS LIFE COMPANY 


The Onward March Company 
GERARD S. NOLLEN, President 


Established 1879 DES MOINES, IOWA 
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Recruiting, Training, 
Supervision 


These three in 1928, using proven plans and 
methods, gave to this Company the largest volume 
of business; and the greatest percentage of gain, in 
its history. 

In 1929 this process of selecting and creating 
agency organizers and professional life insurance 
counsellors will be continued, and additional aids 
to Agents’ success will be supplied to our Field or- 
ganization. 


We have places for men and women, of the 
right type, who ardently desire success. 


Wm. A. Law, President 


Wm. H. Kingsley, Vice President 
Hugh D. Hart, Vice President 


THE 


PENN MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA, PA. 
Founded 1847 

















KANSAS CITY LIFE 
INSURANCE COMPANY 


Home Office, Kansas City, Missouri 


ASSETS INSURANCE 
a IN FORCE 
$50,000,000.00 $385,000,000 00 





Operating in 40 States and 
particularly interested in 
developing its territory lying 


east of Mississippi River 


J. B. Reynolds, Pres. C. N. Sears, Sec’y. 
J. F. Barr, Vice-Pres. and Supt. of Agts. 
O. Sam Cummings, Asst. Supt. of Agts. 


3520 BROADWAY KANSAS CITY, MO. 








LARGE GROUP POLICIES 
WRITTEN IN DETROIT 





MANY AUTO FIRMS COVERED 





Murray Corporation Takes $15,000,009 
From John Hancock—Contract 
Placed With Company Direct 





DETROIT, Jan. 10.—Announcement 
from the Murray Corporation of Amer- 
ica this week that it had taken out a 
group life and disability policy with the 
John Hancock, involving a total cover- 
age which it is believed will run well 
over $15,000,000, lifted the curtain on a 
year in which it is expected several mil- 
lion-dollar group policies will be written 
in the automobile field. Optimists pre- 
dict the total for 1929 will run well 
beyond the record-breaking 1928. 

The placing of the Murray policy 
ends more than a year of sales effort on 
the part of several insurance firms, 
working through local offices and by 
other means. The contract finally was 
made, announcement of the Murray 
company states, directly with the John 
Hancock on the advice of the Murray 
brokers, Rollins Burdick Hunter Com- 
pany of New York and Chicago. 

Metropolitan Writes General Motors 


Employes were solicited to join the 
plan the latter weeks of December, and 
95 percent coverage has been gained, it 
was said. Women under the policy ob- 
tain $1000 life insurance, men working 
for hourly pay, $2,000; men on salaries 
up to $4,500, a coverage of $3,000; up 
to $10,000 salaries, $7,500, and over 
$10,000 coverage of $10,000. The dis- 
ability clause provides that benefits of 
$15 a week will be paid, beginning after 
the eighth day. 

Among other large policies written 
in the automobile field during the past 
year were the Briggs Body Company 
for $35,000,000 and an addition to the 
Kelsey Wheel Company of $12,000,000. 
Both of these were by the Missouri 
State Life. The Metropolitan landed the 
$400,000,000 General Motors policy. 

The Aetna Life has written policies 
on Packard, Dodge, Chrysler, Hupp and 
Paige, the office of Edwards & Baker, 
general agents in Detroit, announces. 


ATTITUDE IMPORTANT 
IN SELLING INSURANCE 


(CONTINUED FROM PAGE 5) 


than $50,000 should be put into the effi- 
cient hand of a life insurance company 
to be handled on the option plan, he 
added. 


Woodward Replaces Swansen 


Milton Woodward, general agent at 
Detroit, spoke in place of Sam T. Swan- 
sen, assistant counsel of the company, 
who was unable to attend on account of 
illness, with an exceedingly interesting 
technical paper on collateral agreements 
Friday morning. He was followed by 
Harry R. Ricker, assistant secretary, who 
discussed the company’s optional mode 
of settlement, revealing how this plan 
had developed. It was reported prior 
to Mr. Ricker’s introduction, that the 
Northwestern Mutual’s first claim was 
settled on the income basis. He told of 
the company’s procedure in reviewing 
of early settlements in the light of the 
present application of policyholders, a 
service which has been of great benefit 
to both company and policyholders. 


Hull Is Luncheon Speaker 


Following 'the meeting a luncheon con- 
ference was held at which Roger B. 
Hull, managing director and general 
counsel of the National Association ot 
Life Underwriters was the principal 
speaker. Gustave C. Wuerth, North- 


western Mutual agent in New York and 
president of the Life Underwriters As- 
sociation of New York, presided at this 
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L. D. KIMBALL WILL 
JOIN UNITED L. & A. 





WILL LOCATE AT CONCORD 





Resigns His Position as Executive Sec- 
retary of the Boston Life Under- 
writers Association 





BOSTON, Jan. 10—Lawrence D. 
Kimball, who since last September has 
been executive secretary of the Boston 
Life Underwriters Association, has re- 
signed and will become agency secretary 
of the United Life & Accident of Con- 
cord, N. H., where he will be closely 
associated with Vice-President Eugene 
Read, as head of the agency force. Mr. 
Kimball has been very active along in- 
surance edicational lines and will de- 
vote a large share of his time to this 
kind of work in the interest of the 
agency force of the company. 

Mr. Kimball's Career 


Bates College in 
1922, Mr. Kimball taught school in 
Pennsylvania and Connecticut up to 
1927, when he came to Boston to join 
the George H. Tracy agency of the 
United Life & Accident. In September 
of 1928 John P. Muir left the executive 
secretaryship of the Boston Life Under- 
writers Association to become agency 
director of the V. W. Kenney agency 
of the Connecticut Mutual Life, and 
Mr. Kimball was selected to succeed 
him. 

He has made good in that job, find- 
ing time in addition to his work there 
to organize and teach a course in life 
insurance under the auspices of the 
Massachusetts University Extension, 
which he will continue this winter. He 
established a le nding library service for 
the Boston association which is being 
widely used by the members. This is 
the first time such a service has been 
rendered by a life underwriters asso- 
ciation. 


BUILDERS LIFE FOLLOWS 
NEW ORGANIZATION PLAN 


Graduating from 





The Builders Life of Chicago, which 
got under way last fall, made a good 
showing during the last two months of 
1928. Karl J. Crist, vice-president and 
general manager, says the company has 
decided to follow a conservative plan 
of development. An effort will be made 
to write a large number of small poli- 
cies rather than take brokerage or rein- 
surance business. Mr. Crist says he 
feels that this plan is the safest and 
surest way to build, although on the sur- 
face it may appear to be a bit slow. 

The Builders Life, which was origi- 
nally organized under the name of the 
Law Life, has among its stockholders 
a number of men prominent in the 
building and construction business. 

Mr. Crist has followed a definite plan 
in his organization work. By selling 
stock to builders and contractors em- 








luncheon. 


ploying a large number of men he is 
able to offer to his agents many valu- 
able leads for salary deduction and 
group insurance. The stockholders will 
naturally cooperate with the agents in 
getting their employes to buy insurance 
in the Builders Life. In this manner 
Mr. Crist has overcome the difficulty 
that most new companies face in get- 
ting new business. He is confident that 
his company can build a substantial 
keystone of insurance in force under 
the plan adopted before expanding to 
other fields. 


W. O. W. 1928 Figures 


The year 1928 was said to be a record 
for the Woodmen of the World by W. A. 
Fraser, sovereign commander. In new 
insurance $66,072,841 was written with 
total insurance of $630,000,000 in force 
at the close of the year. The Woodmen 
paid beneficiaries of deceased members 
$8,250,000 in benefits in 1928. 

Gross assets amount to $137,685,000 
while net assets total $135,150,000. 
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HIGHER MORAL TONE 
SEEN IN BUSINESS 


(CONTINUED FROM PAGE 3) 


will constructively concern itself with 
such things as legislation and law en- 
forcement. In business, he said, men 
are going to think in terms of human 
beings and human happiness more and 
more. The idea of trusteeship in busi- 
ness is engaging the consideration of the 
yest minds. 
Need Better Public Understanding 


Life insurance men in order to take 
their proper place as public servants 
must promote a better public under- 
standing of the methods and needs of 
life insurance. A knowledge of the 
truth by the people will confuse the 
demagogue as nothing else can do, he 
declared. Mr. Hull believes in a con- 
structive program of cooperative adver- 
tising. He thinks that the problem of 
correctly informing the public of the re- 

‘nt evolution in life insurance, its 
functions, motives and ideals is an 
urgent and immediate one. 


Life Agents Must Have Knowledge 


But before the life insurance man can 
take his part in this process of public 
understanding, he must fit himself more 
perfectly for his own business. He said 
that industrial education will be more 
and more a factor essential to industrial 
success. The need for education in the 
whole business world generally, and 
particularly in life underwriting, he as- 
serted, is greater today than it has ever 
been before. He thinks there is today 
as never before a need for clear think- 
ing and constructive leadership to make 
the necessary adjustments and to re- 
move causes of friction and under- 
standing. The American College of Life 
Underwriters is endeavoring to raise 
the standard of life insurance agents’ 
equipment. There are various agencies 
contributing to the better education of 
the life insurance man. 

Swing from Quantity to Quality 


He said the swing from quantity to 
quality has already begun to manifest 
itself in life insurance. There is a new 
and growing emphasis being placed on 
the conservation of business. There has 
been an insatiable request for standard- 
ization, mass production, mechanical ef- 
ficiency and scientific control and man- 
agement. The future development of 
business, he delared, is going to be one 
of trusteeship. An enlightened purchas- 
ing public will require an enlightened 
and an enlightening salesmanship. The 
quality of one’s performance rather than 
the high pressure of one’s salesmanship 
will be the watchword of modern in- 
dvstrial education. It is the only thing 
that will satisfy a new and discerning 
purchasing public. 

He said in conclusion: 


National Association Leadership 


“If these things are true, or even if 
some of them are true, what are we 
going to do about it? If the life under- 
writer is going to play his part in this 
new process of fostering public under- 
standing of his industry, if he is going 
to respond to this new challenge of 
industrial education, if he is going to 
share effectively in this new emphasis 
upon quality of performance, and if life 
underwriting in this country is going to 
emerge from what I have perhaps not 
too tactfully described as a rather in- 
glorious background, where are we 
going to find the rallying ground, if it 
is not in the National Association of 
Life Underwriters? Doesn’t this asso- 
ciation furnish us with the inspiration 
to respond to this new challenge to in- 
dustrial leadership? If it doesn’t, 
shouldn’t it? 

Must Build Esprit de Corps 


“Why is it that we have so far failed 
in this business of ours to build up the 
spirit, the esprit de corps, the high tra- 
ditions of the service, that characterize, 
for example, a loyal army? How is it 


that in nae Ha and navies you can in- 





duce men for a dollar a day to put forth 
exertions, to face hardships, and to show 
qualities for which the biggest salaries 
and the highest wages would be con- 
sidered an insufficient inducement in 
business life? The spirit of unity and 
cooperation, the spirit of competence and 
of devotion to a cause, the honest pride 
in good workmanship—are all these 
things for armies and navies alone? Is 
there no room for them, no call for them 
in the business of life underwriting in 
this country? Shall Annapolis and 
West Point be the only colleges where 
‘the traditions of the service’ can take 
root? 
Every Vocation Needs Its Flag 


“Are they out of place in a school of 
business administration, or in the 
American College of Life Underwriters? 
Would it be an absurd thing if a man 
were to go into the life insurance busi- 
ness, as men go into the army, with the 
feeling that there is a flag above .his 
head which he must not dishonor, a 
standard of excellence which he must 
on no account fall below? Would 
young men and young women make 
themselves ridiculous if, upon choosing 
this as their vocation, they regarded 
themselves as having ‘joined the colors’? 
Qught not every vocation to have its 
flag? And where shall we find the ban- 
ner under which the life underwriters 
of this country shall organize and go 
forth to new achievement, and to take 
a part in this new industrial citizenship, 
unless it be right here in this organ- 
ization?” 


SUPREME COURT RULING 
STIRS MUCH COMMENT 


(CONTINUED FROM PAGE 3) 


drives him to conclude that if a man 
does not retain the right to change the 
beneficiary, but vests it correctly in a 
third person, such a policy would escape 
the tax on insurance over $40,000. 

An official of another company de- 
clared it would be safe to assume that if 
the policies in the Chase National Bank 
case had not contained reservations of 
the right to change the beneficiaries, the 
insurance would have been ruled ex- 
empt. That, however, he added, will 
have to be decided in another case. 

The consensus of opinion expressed 
was that no great number of policyhold- 
ers would feel it desirable to change 
their policies to meet the terms of the 
decision. The decision does not affect 
the great majority of insureds, for in- 
surance to a named beneficiary up to 
$40,000 is exempt from federal estate 
tax. The average amount of insurance 
held by individuals is from $5,000 to 
$7,000, according to the latest available 
figures, and the percentage that carry 
$40,000 or more is small. Added to that, 
this law. which is the revenue act of 
1921, affects only policies taken out 
since that date. 





Southwestern Life Dividend 


A stock dividend of 100 percent and 
cash dividend of 14 percent were de- 
clared by the Southwestern Life of Dal- 
las at the meeting of stockholders. The 
cash dividend is the usual annual divi- 
dend and the stock dividend is from the 
accumulated surplus over a period of ten 
or fifteen years. 

“The company enjoyed in 1928 the 
largest business for any year in its his- 
tory,” President T. W. Vardell said. “A 
total of nearly $65,000,000 in business 
was written in Texas, which is the only 
state in which the company operates. 
The increase in assets was over $4,000,- 
000, bringing the company’s total assets 
to nearly $30,000,000.” 

The sum of $1,000,000 was transfer- 
red from the surplus account to capital 
stock account, he said, to make the total 
capital stock $2,000,000 and the surplus 
$2,090,000. The capital now is even with 
the authorized capital with which the 
company started. 
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There’s worthwhile beauty 
in these business-like 
desks of steel 


GOOD looking office undeniably 


radiates prosperity. It creates a 
pleasant, business-like atmosphere, that 


bespeaks dignity, efficiency, success. 
GF desks of steel, with their beauty of 


line and deep rick finish, go a long way 
towards making an office attractive and 
altogether liveable. 


In the private office, or the larger general 
office, they contribute not only good 
looks, but exceptional utility and the 
lasting durability that only steel can 
possess. And the restful Velvoleum top 
is an ideal writing surface. 


These are reasons why such fine desks 
have won places in the offices of so many 
firms whose names are household words 
throughout America. 


Another reason is this—their cost is 
exceptionally low. 


THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio Canadian Plant, Toronto 
BRANCHES AND DEALERS IN ALL PRINCIPAL CITIES 


The GF Allsteel Line: Safes « Filing Cabinets « Sectional 
Cases « Desks « Tables « Shelving + Transfer ° 
Cases . Storage Cabinets . Document Files . Supplies 





OFFICE EQUIPMENT 


Attach this coupon to your firm letterhead 








THE GENERAL FIREPROOFING COMPANY - Youngstown, Ohio ‘-¥- 
Kindly send me a copy of the GF Allsteel Desk Catalog. 








Name Firm 
Address 
City. State. 
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Where the Agents Can Help 


Some of the life companies have had 
the courage to definitely take a stand on 
the matter of big policy underwriting 
and there is now some assurance that 
future underwriting generally will be 
guided more by qualitative selection 
than quantitative selection. For many 
months, underwriting executives, partic- 
ularly those handling reinsurance, but 
also some direct-writing executives, have 
seen a dangerous situation in this regard 
aud for the past half year there has been 
much effort to bring about a more sound 
underwriting code in connection with 
jumbo lines. Now some offices are quite 
sharply reversing their former practice 
and are turning down their offerings of 
many large lines, as much as they dislike 
the loss of such business. They have 
established their rules of acceptance and, 
if the applicants do not measure up to 
standard, they are not acceptable. When 
these rules were first announced, many 
in the field were skeptical as to their 
enforcement, but all skepticism has dis- 
appeared, for so much apparently attrac- 
tive business has been turned down 
within the past few weeks and months 
that there is no doubt as to the emphatic 
position being taken at the home offices. 

For the successful operation of such 
rules, those in the field must co-operate 
with the home offices. They can easily 
understand the acceptance rules of the 
company, and knowing these, they must 
not be angered by a rejection. If the 
applicant is rated substandard, this 
should be accepted as the result of keen 
examination and application of sound 
underwriting rules. If rated as even too 
substandard for acceptance, such flat re- 
jection should be taken in good nature. 
It can well be assumed by those in the 
field that no company desires to reject 
any business, such rejections being 


merely an application of its studied basis 
of operation. It is only natural that 
the agent, desiring to serve his client, 
will seek to place this business in other 
markets, if others have not seen fit to 
similarly classify business, but such 
cases should be regarded as exceptional 
and not cause friction between agent and 
company. If the agent is to maintain 
his system of operation and not fall heir 
to a general brokerage system, he must 
remain agent for his company and not 
shop about with all or any share of his 
business, because of certain tightening 
up on underwriting. Companies which 
have the stamina to establish such rules 
in the face of the present onrush of busi- 
ness deserve and should receive the 
hearty support of all in the field. Life 
insurance is a business of actuarial sci- 
ence and not a sales business. The very 
foundation of the business is the selec- 
tion of risks according to rules. Were 
all possible risks taken into one great 
company, then no selection rules would 
be necessary, but if separate companies 
are to operate and if agents are to con- 
tinue with a free hand in seeking out the 
insurable but uninsuring risks—then un- 
derwriting rules are necessary and only 
such business as can profitably be car- 
ried must go on the books. No agent 
worthy of the name would think of 
taking an application signature from a 
man on his death-bed. Yet agents are 
doing just this, in effect, when they 
force, either by personal persuasion or 
competition, their companies or other 
companies to abandon their basis of 
sound operation. The agent’s chief in- 
terest should be the perpetual solvency 
of his business and this is one small 
way in which he can help guarantee 
this solvency for himself and his com- 
pany. 


A Woman’s Success in Life Insurance 


Miss Cecil Schultz, a young woman 
of not more than 23, who became a life 
underwriter nine months ago, as a mem- 
ber of the Ralph G. Engelsman gen- 
eral agency of the Penn Mutual in New 
York, calculated ther earnings when 


Learn from 


WE can learn much by experience if 
we seek to profit from its lesson. JoHn 
WANAMAKER once said that every man 
starting out in business will have to go 
over a hard road and find its turnings 


1928 closed. Her weekly average 
throughout these first nine months was 
$148. There is no other field of em- 
ployment which opens the door to 
women for such satisfying opportunity 
as does life insurance salesmanship. 


Experience 


for himself. But he added he need not 
go over the road in the dark if he can 
take with him the light of other men’s 
experience. This light will guide him to 
success, 




















nected with the investment firm of P. W. 
Chapman & Co. in Chicago. Mr. Ellis 
will take charge of the department deal- 
ing in insurance shares and insurance 
company financing. 


Alva O. Hughes, - who was formerly 
superintendent of agents of the Farmers 
National Life of Chicago, died at his 
home in that city this week, Mr. Hughes 
had been in poor health for a long time. 
Last winter he went down to Florida, 
then returned a while to the home office, 
but found that his health was so delicate 
he was forced to retire from active 
service. The company sent him to a 
sanitarium in Pennsylvania, but he re- 
turned to Chicago, went to St. Luke’s 
hospital and then finally was taken to 
his home. Mr. Hughes went with the 
Farmers National in 1921 as an agent 
at Fort Wayne, Ind. He had been 
with the Bowser Pump Company and 
took a rate book working on a part- 
time basis. Then he gave up his posi- 
tion with the Bowser concern and de- 
voted all his time to life insurance. He 
soon demonstrated his ability as a sales- 
man and organizer, was taken to the 
home office and later placed in charge of 
the agency department. Mr. Hughes is 
survived by Mrs. Hughes and four chil- 
dren, Thyra, Robert, William and James. 
The interment was made at Springport, 
Mich., the funeral being held Tuesday 
evening in Chicago. 

John F. Murray, supervisor of the 
Metropolitan Life, died last week at 
Addison, N. Y. Mr. Murray was in the 
employ of the Metropolitan for 37 years. 
He was granted a leave of absence in 
1906 to become commissioner of public 
works and president of the borough of 
the Bronx. 

Frank T. Kuhl, general agent of the 
Franklin Life at Springfield, Ill., died 
last week. Mr. Kuhl was 57 years old 
and his death was due to a stomach ail- 
ment. Mr. Kuhl started with the 
Franklin Life in 1910. He was a mem- 
ber of the $500,000 club for several 
years and he never missed the $250,000 
group. During his first year with the 
company he wrote over $300,000, which 
included 129 $1,000 policies. 

Homer Jamison, president of the 
Oklahoma Association of Life Under- 
writers, who underwent an operation for 
appendicitis in a Tulsa hospital recently, 
returned to his office for a few hours 
last week. He expects to be back perma- 
nently within a short time. Mr. Jami- 
son is manager for the Equitable Life 
at Oklahoma City. 

— 

George F. Blake, vice-president of the 
State Mutual Life of. Worcester and 
head of the agency of George F. Blake 
Jr. & Co., died at his home there this 
week. He was born in Medford, Mass., 
and graduated from the Massachusetts 
Institute of Technology in 1879. He was 
vice-president and director in several 
Worcester banks and member of many 
civic organizations. 


Charles B. Anderson, the newly- 
appointed insurance commissioner of 
Nebraska, was born on a farm near 
Albion, N. Y., June 30, 1865. Imme- 
diately following his graduation at high 


school he entered mercantile life and | 


pursued this until he removed to Ne- 
braska in 1897, where he purchased an 
interest in a bank at DeWitt, becoming 
cashier. He opened other banks in the 
next few years, and finally became exec- 
utive head of the Crete State Bank. 
Later he was cashier of the Omaha 
National, but returned to Crete, where 
he resided until his retirement some ten 
years ago. Since then he has lived in 














CHARLES B. ANDERSON 
New Nebraska Commissioner 


Lincoln. He has been very active in 
Republican politics. 

Mr. Anderson’s insurance experience 
has been limited so far to active par- 
ticipation in the conduct of company 
affairs. He helped organize and was a 
director of the Midwest Life for a 
number of years, and was also the first 
president and a director of the Lincoln 
Accident, later the Lincoln Life. He 
also served in the agency organization 
of the Bankers Life of Nebraska for a 
time. He was not an applicant for 
insurance commissioner, and was not 
consulted about the appointment until 
the day before its announcement. 

— 


Nathan H. Weed, who was formerly 
an insurance newspaper man, his latest 
connection having been with the “Weekly 
Underwriter” of New York, is now liv- 
ing at 625 South Hudson avenue, Pasa- 
dena, Cal. 

William R. Baker, Kansas insurance 
commissioner, expects to return to the 
practice of law when his term expires 
next week. 

Milton A. Freedy, insurance commis- 
sioner of Wisconsin, is confined to his 
home by illness. He was taken ill 
after he returned to Madison from the 
commissioners’ meeting in New York. 
The report as given out states that there 
is a stoppage of the circulation of the 
blood in one leg. His many friends in 
the insurance world are looking for his 
speedy recovery. 

— 

Lee A. Phillips, executive vice-presi- 
dent of the Pacific Mutual Life, who 
is also president of the Pacific Indem- 
nity and the principal factor in the 
Pacific American Fire, heads the board 
of directors of the recently organized 
Consolidated Steel Corporation of Los 
Angeles, as chairman. It is understood 
that Mr. Phillips was instrumental in 
organizing the new corporation, which 
is a consolidation of the Llewellyn Iron 
Works, Baker Iron Works and Union 
Iron Works of Los Angeles. Mem- 
bership of the board also includes O. 
Ray Rule, executive vice-president of 
the Pacific Indemnity. 


J. W. Day, 56,  aqueie director for 
the New York Life at Portland, Ore., 
and for 20 years a resident of Portland, 
died there last week. Mr. Day was 
born in Fort Madison, Ia. He had been 
with the New York Life for 31 years, 
starting as a cashier with the company 
in ‘Chicago. 


Gottfried Kueffer of the Kueffer & 


McCracken general agency of ‘the Mis- 











nS 


J || 








January 11, 1929 


LIFE INSURANCE EDITION 











souri State Life at Oklahoma City, has 
written an application of insurance on 
each of the 33 members of the Jenlink 
family of Oklahoma. The major part of 
the business has been issued. The sec- 
ond generation of the family includes 
eight sons, all of whom are married. 
There are 17 children among the fam- 
ilies. 

John M. Fraser on Jan. 10 completed 
10 years of service in the Fraser agency 
of the Connecticut Mutual in New York, 
where he had served as agent, super- 
visor and associate general agent. He 
became a full time agent Jan. 10, 1919. 
He was made agency supervisor in 
November, 1921. The men in the or- 
ganization unit headed by him have 
been selected, trained and supervised by 
him alone. He started building it in 
November, 1921. Since that time ap- 
proximately $40,000,000 business has 
been paid for with $7,000,000 to his 
credit last year up to Dec. 1. He is 
making a special effort during January 
to reach a new high record on new 
business. 

Vincent B. Coffin, director of educa- 
tion of the Penn Mutual, has been 
elected chairman of the sales training 
group of the American Management 
Association. This branch of the asso- 
ciation will be served by a group of 
specialists in salesmen-training, and will 
be composed of men of the highest 
Standing and widest experience in a 
number of the great businesses of the 
country. Its first meeting will be at the 
Hotel Gibson in Cincinnati on April 5, 
with five speakers. It will deal with the 
preparation of instructional material, 
training the dealer’s and jobber’s sales- 
men, measuring the results of training, 
national vs. district sales conferences as 
a training device, individual coaching vs. 
formal classes in training salesmen, to- 
gether with other vital topics. 


Frank X. Jones, vice-president of the 
American National of St. Louis, is tak- 
ing a vacation in California this month. 


ms 


J. B. Reynolds, president of the Kan- 
sas City Life, with Mrs. Reynolds will 
leave Jan. 18 on an extended vacation 
trip. They will sail from San Francisco 
Jan. 23 on the Makura and will visit the 
south sea islands, including Society 
Island, Cook Island, and will spend two 
weeks on the north island of New Zea- 
land. They will return to San Fran- 
cisco March 15. Mr. Reynolds is cele- 
brating this year his 25th year as presi- 
dent of the Kansas City Life. 


Edward B. Raub, Sr., vice-president 
and counsel of the Indianapolis Life, 
has been elected president of the city 
council. His election, or rather re-elec- 
tion, for he has been president for some 
months, came at a special meeting of 
the council. Mr, Raub is a Democrat. 


Darby A. Day, manager of the Union 
Central Life in Chicago, is in Henrotin 
hospital in that city, ill with appendi- 
citis. His physicians are treating him 
with ice compacts until his general phys- 
ical condition warrants an operation. 
He is being kept on extremely light diet. 
Another reason for deferring an opera- 
tion is the crowded condition of the 
hospital due to the numbers of influenza 
and pneumonia cases. 


Bert A. Hedges has been appointed 
director of field service for the Business 
Men’s Assurance to take the place of 
C. W. Rogers. Mr. Hedges has been 
with the Equitable Life of Iowa for a 
number of years, having acted as district 
agent and general agent for the com- 
pany in Illinois, and as educational di- 
rector and supervisor at the Kansas 
City office of the company for the past 
two years. Mr. Hedges is a graduate 
of the University of Illinois, and was 
superintendent of schools for a number 
of years in towns of Illinois. He served 
. the marine corps during the World 
Var. 








CONTINENTAL AMERICAN 
LIFE INSURANCE COMPANY 


WILMINGTON, DELAWARE 
PHILIP BURNET, President 





TWENTY-FIRST ANNUAL STATEMENT 
December 31, 1928 


$11,126,469 
9,353,618 





Assets - - - - - 
119% of liabilities 


Liabilities - - - - 
Only 84% of assets 


Excess of Assets {s27iiat§ {30'301} $1,772,851 
19% more than liabilities 

New Insurance - $15,151,229 

$85,736,444 





86% in policies of $5,000 or more 
Insurance in Force - 


Over 4 times as much as ten years ago 





Specializing on the Larger Policies 


HE CONTINENTAL AMERICAN specializes on the better class of 

business, the people with the larger incomes who are not merely good 
average risks, but better risks than the average, and who imsure in sub- 
stantial amounts. More than 85 per cent of the new business for 1928 was 
in policies of not less than $5,000 at the minimum. 























CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 


George Washington Life Insurance Company 


presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington, 














Address 
ERNEST C. MILAIR, Vice-President and Secretary 
———e | 
COLORADO———ILLINOIS————INDIANA.: JOW A————- KA NSAS-_ KENTUCE Y—-_—-MICHIGAN MINNESOTA 


O——ARKANSAS——CALIFORNIA— 








‘‘INDEPENDENCE FOR DEPENDENTS’’ 


Request details for our remunerative contracts for 
AGENCY MANAGERS FOR ILLINOIS — MICHIGAN — OHIO 


You will benefit by our special attention now to these States 


SECURITY LIFE INSURANCE COMPANY OF AMERICA 


Oo. W. JOHNSON, President 
HIO—————OREGON 


134 North La Salle Street, Chicago 


PENNSYLVANIA TENNESSEE VIRGINIA—————-WASHINGTON 














S. W. GOSS, Vice-President 
————-WEST VIRGINIA 


——VWisVagdan———Tsnossin— 
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RST IN ILLINOIS 








pT FS ay pf 4 oS 
an A 
record, with the companies ranked ac to their new business in illinois during 
to New Business 
Rank Name of Company Writs Dactness Faia Written in 1927 
1 CHICAGO NATIONAL LIFE ...... 1922 6 $18,072,785 
© - EG OG Ina veces ewsecsaes 1868 60 16,958,234 
 # °»+} |. (esas 1900 28 16,112,974 
SW ccvicccsbbecssesenensssae 1893 35 14,893,371 
5 Continental Assurance ..............- 1911 17 13,722,608 
Ss  °. “Cnr re 1908 20 10,546,510 
GF Bea ee I OB. cc cccvcccccccccevs 1926 2 1 
DEE sc cecesceccccseveseneeses 1884 44 7,100,361 
Re TIED vc ccxee eecenesens 1905 23 6,917,766 
SR Be vo cincicccevecccceses 1907 21 6,114,465 
23 4 66GBE COlOmy Ee nnn ccc cccccccccccecs 1907 21 4,832,812 
12 North American Life ..........-....- 1907 21 3,517,400 
18 Abraham Lincoln Life ............... 1920 S ' 
eee OS Ss eae 1907 21 3,410,727 
15 Peoples Life of Ill. ...............s-. 1908 20 3,306,482 
16 Mississippi Veley EE POE RE 1927 1 2,580,732 
17 Cosmopolitan Life .............+-+-+: 1927 1 2,395,000 
18 Victory Life .......... i aidibaa eae a meks 1924 4 2,298,017 
19 Twentieth Century Life .............. 1927 1 2,277,704 
MH Macher Libe 2... cccccccscccccccccece 1910 18 2,206,947 
21 §$ meee SE TEN: Ore ae 1924 4 2,107,839 
22 Wash gton Fidelity .............0065 1926 2 1,656,273 
98 Liberty Life ..........-seeeereeeecees 1921 7 1,499,525 
24 Citizens National .............-+++++- 1927 1 1,017,654 
25 Northwestern Union .............+++- 1923 5 


ords, the CHICAGO NATIONAL LIFE made a better production record 
2 filtsois’ fa its sixth year than was made by any other Illinois company, the 
majority of whom are from two to ten times older than it és. 
The ference thus shown for the CAGO NATIONAL LIFE by * 
cote to know it best is an advant that should appeal to agents. - 
tory for General Agents in Illinois, Indi Iowa, Kentucky, Missouri 


CHICAGO NATIONAL LIFE 
INSURANCE COMPANY 


202 South State Street Chicago, Illinois 
Write A. E. JOHNSON, Vice-Pres. and Gen’! Manager 
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1¢ 192 g will be an outstanding year for life ( : 
i$ insurance production. The business hj) 
1) of this Company to date has increased 75% % 
ti] over the same period last year. 90% of this {j | | 
i) business has been issued and mailed tothe i) 
‘ agent within 24 hours after being received at the } 
it4]) Home Office. We are proud of this record and our |< 











Field Force shows its appreciation in the volume of 
new business. We invite you to join forces on a 
mutually profitable basis. 


BUSINESS IN FORCE (LIFE AND ACCIDENT) 
MORE THAN $60,000,000.00 


ASSETS MORE THAN $6,250,000.00 
For further particulars address 


SOUTHERN UNION | 
| LIFE INSURANCE COMPANY 
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LIFE AGENCY CHANGES | 











REPORTS NEW APPOINTMENTS | DIVIDES NORTH CAROLINA 





American National of St. Louis Makes 
Changes—President Holland 
in Field 





The American National of St. Louis 
reports several new agency appoint- 
ments. Paul K. Smith of Ames, Ia., has 
been made manager of the northern and 
central Iowa territory. Mr Smith was 
formerly with the Columbia Mutual. 

John C. Martin, who for several years 
was district manager of eastern lowa 
for the New England Mutual, at Dav- 
enport, has been appointed manager of 
the American National’s Dallas terri- 
tory. Herbert O. Gaul has been _ap- 
pointed state manager in northern Mis- 
souri with offices at Chillicothe. Mr. 
Gaul’s record for 10 months of 1928 was 
$560,000 of personal business. 

Charles H. Sharrick, who formerly 
was in the Phillips agency at Kansas 
City, has become state manager for 
Kansas. His offices are located at 1009- 
10 Gloyd building, Kansas City, Mo. 

President O. L. Holland is making a 
business trip to Arkansas, Oklahoma 
and Texas. He is planning on helping 
the general agents put several new pro- 
ducers in the field while with them. 


EQUITABLE PROMOTES THREE 





W. F. Goodell Goes to Louisville as 
General Agent—Paugh and 
Hadley to Columbus. 





W. F. Goodell of the Des Moines 
agency of the Equitable Life of Iowa 
has been appointed, agency manager for 
~ aga with headquarters at Louis- 
ville. 

Mr. Goodell has been with the Equit- 
able for about four and one-half years 
and opened up its business at Hagers- 
town, Md., where he was very success- 
ful. Later he went to New York Uni- 
versity life insurance school for three 
months and resumed his work in the 
Des Moines agency. 

Ben F. Paugh and Ben F. Hadley, Jr., 
have been appointed general agents for 
the Equitable at Columbus, O., for a 
territory which includes the old Dayton, 
O., territory and several counties in In- 
diana. These men have been associated 
the past year as manager and associate 
manager, during which year the paid for 
business of the agency was well above 
$3,000,000. 

J. G. Belknap, who has been identified 
with the agency for many years, will 
continue as associate manager. 


Rowland S. Marshall 


Rowland S. Marshall has been ap- 
pointed manager of the Philadelphia 
agency of the Philadelphia Life. He was 
formerly supervisor of agencies of the 
company in Maryland, District of Co- 
lumbia and Virginia for about three 
years. About 11 years ago he resigned 
to become general agent of the Mis- 
souri State Life in the District of Co- 
lumbia. He is a graduate of Davidson 
College, N. C., and was born and raised 
in the south. 





Will H, Adams 


Appointment of Will H. Adams, 
former clerk of the Indiana supreme 
and appellate courts, as general agent 
for the Indianapolis district of the Peo- 
ples Life of Frankfort, Ind., returns to 
the insurance field of the state a well 
known figure. Prior to his public serv- 
ice, Mr. Adams was prominent in the 
insurance business at Wabash, Ind. He 
has opened offices in the Aetna Trust 
building. 





James R. Campbell has been appointed 
district agent of the Provident Mutual 
Life at Memphis, Tenn. The office is in 
the Farnsworth building. 








Robert C. Jones Made General Agent 
at Charlotte by Connecticut 
Mutual Life 





Robert C. Jones has been made gen- 
eral agent at Charlotte, N. C., by the 
C o nnecticut 
Mutual Life. 
With the con- 
sent and ap- 
proval of Wil- 


liams & Wil- 
liams, the 
C o nnecticut 
Mutual’s gen- 


eral agents at 
Raleigh, all 
the portion of 
North Caro- 
lina lying west 
of the eastern 
boundaries of 
Caswell, Alamance, Randolph, Mont- 
gomery, Richmond and Scotland coun- 
ties has been given to the Charlotte 
agency. 

Mr. Jones’ father, S. D. Jones, will 
be associated with him. The agency 
will be known as Jones & Jones. The 
agency will be located at 906 First Na- 
tional Bank building. 

Robert C. Jones has been connected 
with the Fraser agencv at New York. 
His father, S. D. Jones, has been in the 
service of the Connecticut Mutual for 
21 years, having represented it as gen- 
eral agent in St. Louis, Raleigh, N. C., 
and New York City, and he is still em- 
ployed as consulting general agent. 





R. C. JONES 





EXTEND HOME OFFICE PLANT 





General Agency of the Penn Mutual in 
Philadelphia Has Established 
Some Branches 





The Penn Mutual is branching out in 
its home city of Philadelphia. The 
growth of the home office agency under 
John <A. Stevenson’s direction has 
made it necessary to increase the space 
allotted to agents. As the home office 
building was already crowded, two out- 
side offices have been taken. In addi- 
tion to affording the necessary space, 
they will supply additional facilities for 
reaching the public. 

Open Two New Offices 


James O. Jensen, well known life 
man of Philadelphia, who has been 
since 1925 assistant general agent in the 
Harper agency of the Aetna Life in that 
city, has been put in charge of the of- 
fices opened in the new Fidelity-Phila- 
delphia building, and will be assisted by 
a group of agents. 

George T. Ashton, a member of the 
company’s home office agency since 
1927, and formerly with the Provident 
Mutual, has been established in the re- 
cently opened Public Ledger building 
on Independence Square. His work in 
the Penn Mutual‘s home office agency, 
as personal producer and instructor, la- 
beled him as the proper man for this 
new and important position. 


CUMMINGS GOES TO TEXAS 





Former Partner Takes Orville Thorp’s 
Old Agency for Kansas 
City Life 





O. Sam Cummings has been appointe: 
general agent for the Kansas City Lif 
in Texas, succeeding the late Orvill 
Thorp, according to an announcement 
made by President J. B. Reynolds of th 
company at the annual managers’ meet- 
ing. 

The Texas agency of the Kansas Cit) 
Life is its largest agency, having at- 
proximately $90,000,000 of business 1 
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JOHN HANCOCK SERIES 


BRINGING HOME the 
* PROGRESS SERIES LESSON of THRIFT 


HE thrift idea comes forward with special 
emphasis during January, from the 17th to 








DISABILITY BENEFITS 


is in connection with Life Policies have become,an the 23rd—a period nationally designated as 
the extremely important factor. Thrift Week. : 
Columbian National Agents Five years ago the John Hancock Mutual Life 

have three splendid Disability clauses available. Insurance Company, as part of its contribution to 

Disability No. 1 provides for waiver of premium only. the Thrift movement and to aid in implanting the 

Disability No. 2 provides at very low cost for waiver Thrift Idea, introduced a Home Budget Sheet. 

of premiums with monthly income in The wide distribution of this sheet, in fostering 








event of total and permanent dis- a more intelligent division of income, has been an 




























































































aly. important factor in bringing home the lesson of 
Disability No. 3 provides for waiver of premiums with Thrift 
-— monthly income upon receipt of , ; | 
un- proofs showing that total disability has Your copy will be sent free on request—2c. for | 
— existed for ninety days. postage. 
A Disability clause for every requirement, a, 
The 
Na THE COLUMBIAN | 
ted NATIONAL LIFE 
the INSURANCE COMPANY Lire INSURANCE COMPANY 
ior STON. SSACHUSETTS 
a BOSTON, MASSACHUSETTS 197 Clarendon Street Boston, Mass. 
‘m- EE S Coe ees Thrift is the result of a well-organized plan. 
Correspondence welcomed by Agency The budget is the plan. 
NT Department 
\ fe | OVER SIXTY-FIVE YEARS IN BUSINESS 
. in 
[he W. L. MOODY, JR. W. L. MOODY, III W. J. SHAW 
de President _ . Vice President. ___ Secretary 
has $75,000,000 IN MICHIGAN “i ten View Protons 
ace 
fice . oe _— . ° - 
i Concentration of activities in a limited terri- Americ an National 
see tory—maintenance of a personal interest in I C 
every Detroit Life salesman—constant, con- nsurance Company 
scientious service to Detroit Life policy- nmacnaabeges 
life GALVESTON, TEXAS 
een holders. | 
the $511,355,241.00 INSURANCE IN FORCE 
os These have been some of the factors result- , é 
ila ing in over $75,000,000 of insurance in force We Have Openings for Live Men in 
ay . . . . . 
ni on the lives of Detroit Life policyholders in California Michigan Tennessee 
an Michigan. Colorado Minnesota Texas 
lent . ° ° en 
se To salesmen who contemplate entering the its ny . bbe 
in life insurance business and others voluntarily sane ae Cusco hah rt 
‘te: seeking a new opportunity, we shall be glad to ee ee eee a 
- outline the opportunities we can offer in ORDINARY—INDUSTRIAL 
” Michigan territory. GROUP—HEALTH AND ODEN 
Liberal First Year and Renewal Commissions 
’ Up to Date Policies—Non Medical—Group and Special Low 
niin Premium Plans Offering New and Attractive Features, 
DE I ROI I LIFE If Interested Address 
te INSURANCE COMPANY 
i snore AMERICAN NATIONAL INSURANCE CO. 
: ee mpany o, ce”’ 
nadie Agency Manager, Ordinary Department 
ast , P R GALVESTON, TEXAS 
aa Home Office: Park Ave. at Columbia, Detroit, Mich. 
— 
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Real Opportunities for the Right Men 


We want to hear from properly qualified men 
who are familiar with territory in Ohio and can 
help us to organize and develop our agency force in 
that state. 
The men selected will be paid a salary for hiring 
and training agents and will be given an allowance 
for traveling expenses in connection with organiza- 
| tion work. They will also be given a liberal first- 

year and renewal commission contract covering 
| personal business sold. 

We want men with a sound knowledge of modern 

| underwriting principles. They must be in good 
health, honest, ambitious, industrious, self-reliant 
and mentally alert. They must have been person- 
ally successful in selling life insurance. 

Men between the ages of 28 and 35 are preferred. 
We want supervisors young enough to grow and 
advance with the Company, but with enough expe- 

f rience to do effective work from the start. 
If interested, get in touch with: 
| 


W. T. O’DONOHUE Vice-President and Agency Manager 


JEFFERSON STANDARD LIFE 
INSURANCE COMPANY 


GREENSBORO, NORTH CAROLINA 
MORE THAN 340 MILLIONS IN FORCE 





Ve wee 
ie 


Soot sais 


SOUTH LAND LIFE INSU RAT NC! 3 i 


HARRY L. SEAY, President 
Over $127,000,000 Insurance in Force 


Some very desirable territory still open in its home State—Texas. Rassesiensl 
gpk Calor ra" lisecarl. ‘The Seuthlant's agents Tecelve’ wholebearted Home 
cooperation. For Information Adéress: A 
CLARENCE E. LINZ, Vice Pres. and Treas. 
DALLAS, TEXAS 








force, 40,000 policyholders, and 350 
active producing members of the agency 


staff. 
Became Thorp’s Partner 


Mr. Cummings entered the life insur- 
ance business as Mr, Thorp’s assistant 
in 1922. The next year Mr. Cummings 
‘was made partner with Mr. Thorp. 


After spending two years in another line 


of business Mr. Cummings returned to 
the Kansas City Life early in 1927 as 
assistant superintendent of agencies, and 
then upon Mr. Thorp’s death in June 
Mr. Cummings took temporary charge 
of his agency. 

Mr. Cummings is well known in the 
life underwriting field, having served as 
a member of the executive committee 
of the National Association of Life Un- 
derwriters. 

Mr. Cummings attended Northwest- 
ern University and took the life insur- 
ance course at Carnegie Institute. 

The Texas agency of the Kansas City 
Life will hereafter operate under the 
name of the O. Sam Cummings Agency 
and will continue the present headquar- 
ters office at 802 Magnolia building, 
Dallas. 





C. F. Merrifield 


The Atlantic Life announces the ap- 
pointment of C. F. Merrifield as general 
agent at Kalamazoo, Mich., succeeding 
G. A. Ebbert, resigned. 
counties will be included in his territory. 
Mr. Merrifield, who is only 21, goes 
to the Atlantic from the Connecticut 
Mutual. As an agent for this company 
at Kalamazoo the past year, he devel- 
oped into a star producer. He is a grad- 
uate of Kalazamoo College. 





E. G. Mercer 


E. G. Mercer has resigned as manager 
of the policy department of the Royal 
Union Life to become associated with 
A. P. Osborn in handling the company’s 
Kansas City, Mo., agency. Mr. Mercer 
was in charge of the policy department 
for two years. He is an experienced 
salesman with a thorough knowledge 
of the insurance business. He was for- 
merly located in Kansas City and served 
as president of the Kansas City Asso- 
ciation of Life Underwriters. 





Dennis & Brown 


Foree Dennis and John Welburn 
Brown have formed a partnership as 


Ten outlying | 





general agents for the Mutual Benefit 
Life in Louisville, Ky., under the firm 
name of Dennis & Brown. The agency 
has offices in the Starks building. 





J. W. Grotberg 


J. W. Grotberg has been appointed 
North Dakota state manager of Royal 
Union Life. Several weeks ago Mr. 
Grotberg was appointed a genera! agent 
in North Dakota and already has ad- 
vanced so rapidly as an organizer and 
a personal producer that he has been 
promoted. 





Ben A. Brower 


Ben A. Brower, formerly of Ham- 
burg, Ia., has been appointed agency 
supervisor for 16 counties in southwest- 
ern Iowa for the Penn Mutual Life. He 
will work out of the Shenandoah and 
Council Bluffs offices of the company. 


George A. Leist 


George A. Leist, Columbus, Ind., has 
become manager of the southeastern In- 
diana agency of the Lincoln National 
Life. Mr. Leist will have charge of 28 
counties for the company. Formerly he 
was a resident of Vincennes, Ind., where 
he was general agent for the Missouri 
State Life. 








Lee J. Gillis 


Lee J. Gillis, former superintendent of 
Le Mars, Ia., city schools, who resigned 
last summer to take up life insurance 
work with the Equitable Life of New 
York, has been appointed district man- 
ager of the Cedar Rapids district and 
moved to Cedar Rapids last week from 
Ottumwa, where he had located about 
Oct. 1 as district manager. 


W. L. Reauveau 


W. L. Reauveau, formerly supervisor 
for the Aetna Life at Oakland, Cal., and 
more recently agency director for the 
Massachusetts Mutual, has returned to 
the Aetna as a personal producer in San 
Francisco. 








W. G. Procter 


Walter G. Procter has been appointed 
general agent for the Bankers National 
Life for Indianapolis, with offices in the 
Fidelity Trust building. Mr. Procter is 
widely known in Indianapolis, having 
been in the insurance business there for 
some years. 
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GIVE ROCHESTER PRODUCTION 





Chamber of Commerce Records What 
the Life Insurance Offices Did 
in Eleven Months 





The November report of ordinary life 
insurance paid for in the Rochester, 
N. Y., district, as reported by 27 offices 
to the Rochester chamber of commerce, 
shows total of $5,636,336, a 22 percent 
decrease from November, 1927, and a 
17 percent increase over October, 1928. 


Comparison of Two Years 


Listed below are the sales of ordinary 
life insurance sales during the first eleven 
months of 1927 and 1928: 





Percent 
Change 
1928 

1927 1928 vs. 1927 

DOM. ccccces $ 5,490,605 $ 4,751,549 —13% 
WU. «occese .910,969 35,213 —11% 
Ds. ocescs 6,309,341 6,837,114 +10% 
BO ccsccee 5,871,933 6,227,798 + 6% 
May .ccccs 6,012,219 6,174,260 —14% 
re ssaeces 6,384,728 5,058,421 —21% 
me essen 4,863,723 4,913,737 + 1% 
Pn. «ascend 5,399,610 4,752,403 —12% 
ON. scesee ,655,916 3,954,934 —15% 
GR. scceses 4,934,964 4,822,003 — 2% 
FOOG.. ccccce 7,157,471 5,636,336 —22% 
Total 11 mo.$62,991,479 $57,363,768 — 8% 


Although local volumes for the first 11 
months are running behind the national 
figures it is expected that Rochester dur- 
ing December will have regained some of 
the ground lost the latter part of 1928. 





GOVERNOR GIVES ADDRESS 





Urges More Stringent Laws Be En- 
acted in Michigan Governing Organ- 
ization of New Companies 





LANSING, MICH., Jan. 10.—In his 
address at the opening session of the 
Michigan legislature, Governor Fred W. 
Green spoke of several matters pertain- 
ing to insurance. Commissioner Living- 
ston’s achievements as head of the insur- 
ance department were lauded. Advocacy 
of what might be termed insurance com- 
pany “birth control” was the executive's 
chief recommendation.. He urged that 
more stringent laws be enacted govern- 
ing the organization of new companies, 
pointing out that companies formed for 
promotion purposes are seldom for the 
general benefit of the public and fre- 
quently jeopardize the public interest. 


Advocates Retirement Fund 


The governor also advocated reit- 
statement of the teachers’ retiremem! 
fund act which was inadvertently re 
pealed by the 1927 legislature. This 
pension scheme was seriously affected 
by the legislature’s action, the board 
controlling the fund being unable to pay 
out benefits or collect contributions ' 
the fund from teachers without liability 
of invalidation of such action through 
litigation. Many teachers refused to al- 
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low school boards to retain portions of 
their salaries to go into the fund on 
account of the lack of a basic law gov- 
erning it. In some cases groups of 
teachers took out insurance with the 
money thus paid them in salaries. There 
has been some prejudice against the 
fund plan among the younger teachers 
who have had no anticipation of con- 
tinuing in the work until old enough to 
share in the benefits, It is understood 
that a modernized act will be presented 
to the current legislature as the old law 
had been found inadequate in many re- 
spects and there was every prospect of 
an eventual impairment when the whole 
situation was further muddled by the 
discovery of the legislature’s_ error. 
Herman L. Ekern, former Wisconsin 
commissioner, has been assisting sta‘ 


officials and officers of the teachers’ 
association in drafting a new act. 
Brooklyn Men Advanced 

Manager Paul Alexander of the 


Brooklyn agency of the Guardian Life 





announces the appointment of Abraham 
Spiegel, who has been supervisor of 
agencies for the past year, as associate 
manager. Samuel F. Green, formerly 
field supervisor, succeeds Mr. Spiegel 
as supervisor of agents. 





Hall Agency’s Fine Record 


The J. Elliott Hall agency of the Penn 
Mutual Life in New_York closed the 
year with $37,088,057 new business paid 
for, a gain of $8,285,859. In December 
its total was $4,564,290, a gain over 
December of last year of $1,499,734. 
In the last day of the year, its paid 
for business was $1,098,000 which ex- 
celled any previous day by $99,000. 





Fraser Agency’s Record 


Official figures for 1928 show that the 
P. M. Fraser agency of the Connecticut 
Mutual Life in New York City paid for 
$23,593,596 during the year, the largest 
total in the agency’s ten-year history, 








IN THE MISSISSIPPI VALLEY 











PROTEST STOCK BONUS DEAL 





Offer $5,000 in Shares With Each Policy 
of Like Amount—Commissioner 
Anderson Present 





LINCOLN, NEB., Jan. 10.—Direct 
charges that the prohibitions of the state 
insurance laws are being flagrantly vio- 
lated by two companies, one of them 
incorporated in Nebraska, and the other 
an Iowa concern doing business in the 
state were made at the January meet- 
ing of the Lincoln Life Underwriters’ 
Association. In one case agents are 
openly soliciting business on the prop- 
osition that a bonus of $5,000 stock in 
the company will be given with each 
$5,000 policy, and the assurance given 
that after five years the dividends on 
the stock will be sufficient to carry the 
premiums on the policies. The agent is 
pointing to the stronger home com- 
panies, declaring that they were built up 
in just that way and then exciting the 
cupidity of the prospect by pointing out 
how well off are those who bought stock 
and policies in them when these were 
first started. In the other case the 
agent was promising 
would all be taken care of through 
earnings after the first six years. 


Commissioner Anderson Present 


Commissioner Anderson, who was 
present, said that his best efforts would 
be devoted to putting the department 
on a high plane of efficiency, and that 
promotions and mergers would receive 
special attention. The business is so 
important and the need of protecting 
policyholders is great, and he appre- 
hended that he would have the nerve 
to deal with situations that menace that 
protection through misrepresentations 
and promises impossible of fulfillment. 
He proposes to adopt the policy of pro- 
tecting the insured and stabilizing the 
companies, and asked cooperative effort 
from the men in the business. 





Consider Income Tax 


The Kansas legislature convened on 
Jan. 8. It is expected that a personal 
imcome tax will be considered. It will 
be a graduated tax with an exemption 
of $2,000 for a single person and $3,000 
for a married person, with an additional 
exemption for children. The life under- 
writers’ associations of the state have 
Prepared a measure which would re- 
move the premium taxes now charged 
against all insurance written by compa- 
nies outside the state. It is expected 
that the legislature will be reluctant to 
abandon any source of revenue and that 
this legislation will not have much 
chance of enactment in Kansas unless 
— states should adopt similar legis- 

ion. 





that premiums , 





REGIONAL MEETING IS HELD 





Bankers Life Agents Gather in Kansas 
City to Hear President 
Nollen 





The Bankers Life of Des Moines held 
a regional school of instruction for 
agents from 12 middle western states in 
Kansas City last week. There were 125 
agents in attendance, of whom 25 were 
women, President G. S. Nollen was in 
charge of the meeting, which was purely 
educational in nature. The Bankers 
Life is preparing to write $150,000,000 
of life insurance during 1929 in celebra- 
tion of its 50th anniversary, which oc- 
curs this year, and the program of the 
meeting was designed around this idea. 

President Nollen was toastmaster at 
the banquet and he announced the 
names of the salesmen who had quali- 
fied for the $500,000 club and the $200,- 
000 club of the company. 

Other home office men who accom- 
panied Mr. Nollen were W. W. Jaeger, 
vice-president and agency director; O. 
B. Jackman, superintendent of agencies; 
Paul Root, assistant superintendent of 
agencies; Dr. Ross Huston, medical di- 
rector; E. McConney, actuary, and J. H. 
McCarroll, advertising manager. 


HOPKINS BEGINS NEW WORK 








Central Zone Manager of Penn Mutual 
Life Is Installed in Headquarters 
in Davis Agency, Chicago 





A. Moseley Hopkins, who recently 
was appointed supervisor of the central 
zone of the three into which the Penn 
Mutual Life has divided the United 
States, was officially installed in his 
headquarters in the Frank H. Davis gen- 
eral agency of the company in Chicago 
late last week. He was warmly wel- 
comed in the Davis agency, and on 
Monday this week was Mr. Davis’ guest 
at a luncheon. All of the Davis agency 
supervisors also attended the luncheon. 

Mr. Hopkins’ first trip out of Chicago, 
to be made late this week, will be a 
tour south. He first will attend the an- 
nual celebration and planning conven- 
tion in the L. L. Newman general 
agency of the Penn Mutual in Fort 
Wayne, Ind., and then will proceed 
south to Memphis and New Orleans. 

The zone supervisors work under di- 
rect supervision of Vincent B. Coffin, 
educational director of the Penn Mutual. 





SEE HOPE FOR SEPARATE 
DEPARTMENT IN NEBRASKA 





LINCOLN, NEB., Jan. 9.—Governor 
Weaver’s plans for the eventual dis- 
position of the state insurance bureau, 




















100% in 6 Years 


For the sixth consecutive year, The 
Guardian has just closed another “big- 
gest year in the history of the Company.” 


The close of 1928 saw our total 
new paid-for-business, and total busi- 
ness in force, at more than double the 
corresponding figures for 1922. 


100% growth in six years—such 
progress possesses real significance 
for the observant underwriter. 


i. 


‘THE GUARDIAN LIFE INSURANCE COMPANY 


of AMERICA 


“The Company that Guards and Serves” 


50 UNION SQUARE 


NEW YORK CITY 























Provident Mutual 


Life Insurance Company 
of Philadelphia 


Ni 


Agents entering the business find 
Provident “tools” exceedingly effective 
—New Disability Feature—Accidental 
Death Benefit —New Retirement Life 
Income Features—Special Class Policies 
—Low Premiums —Low Net Cost — 
Prompt and Friendly Home Office Ser- 
vice — National Advertising — Direct 
Mail — Educational Course — Health 
Preservation Service—Sixty-three 
Years’ Accumulation of Policyholders’ 


Good Will. 


Write for Information 


Be 
































Opportunity 


for experienced men of General Agency 
caliber for territory in Texas and Cali- | 
fornia. If you are a good personal | 
producer, a hard worker with good char- | 
acter and standing, and really want to | 
make a place for yourself in the life in- 
surance field, you are just the man we 
want. Anopportunity to get an old time 
General Agency contract with non-for- 
feitable renewals with well established 
Middle Western life insurance com- 
pany. Inquiries treated confidential. 
Our own agency force has been advised 
of this ad. Address H-75, care The 
National Underwriter. 


| 
Exceptional | 
| 























APolicy You Can Sell! 


Our Company offers complete protection. 


$5,000 
ALL IN ONE POLICY 
Any natural death ..........+0++ $ 5,000 
Any accidental death ........... 10,000 
Certain accidental deaths ....... 15,000 


Accident Benefits $50 per WEEK 
for fifty-two weeks 


$25 per WEEK thereafter 
(non-cancellable) 


Disability Income, Waiver of Premiums, etc. 


Also $5,000 “Preferred Risk” Policy—high 
value—low premiums; age 35, $19.91 per 
$1,000. Endowment Age 85—Juveniles age 
10 years and upward — Monthly Income — 
Non-medical. 


Insures and assures your client’s future 
and yours. 


Are you interested in an agency? Our Vice-Presi- 
dent, Eugene E. Reed, will tell you all about it. 
Write him direct . . . and directly. 


UNITED LIFE 


AND ACCIDENT INSURANCECOMPANY 


Concord New Hampshire 





| Inquire! | 





THE N ATION: AL UNDERWRITE R 


now a part of the department of trade 
and commerce, depend upon what the 
state legislature does with his recom- 
mendations for the redistribution of 
duties now performed by several code 
departments which he proposes to add 
to the duties of executive state officers. 
One of these plans is to create an en- 
tirely separate department of banking, 
now linked with insurance in the ad- 
ministration of affairs, with 
of three bankers and three business 
men to administer its affairs, with a 


superintendent appointed for a definite ' 
term and with a corps of better paid | 


and abler examiners. If he does this, 
it is expected by insurance men that 
he will leave the insurance bureau as 
a separate department, linked only with 
the supervision of issuance of corporate 
securities, the blue sky bureau now be- 
ing a part of Commissioner Anderson’s 
work, under direction of the new ex- 


ecutive. 
Governor Weaver, according to in- 
surance men, has shown a _ greater 


appreciation of the importance of in- 
surance in the state, especially the busi- 
ness of life insurance, than any previous 
executive, and that he is desirous of 
favoring the development of home 
companies and throwing greater protec- 
tion around policyholders. He has also 
expressed himself strongly in favor of 
making the compensation law more 
effective. 


DOUBLE INDEMNITY FOR 
DEATH AFTER OPERATION 





Death following an operation entitles 
the beneficiary under an insurance pol- 
icy to double indemnity, the Minnesota 
supreme court holds. 

Miss Phyllis Taylor, Minneapolis, car- 
ried a policy for $1,000 in the New York 
Life. Following an operation for re- 
moval of her tonsils, Miss Taylor died 
and the company offered her mother, 
the beneficiary, $1,000. Mrs. Taylor sued 
for an additional $1,000 on the ground 
that the policy carried the double in- 
demnity clause. The lower court 
awarded her the extra $1,000 and the 
supreme court upheld this decision. 


Kansas Insurance Legislators 


The presiding officer of the Kansas 
state senate and two senators are in- 
surance men and there are nine mem- 
bers of the house who are more or less 
directly interested in the insurance busi- 
ness. J. W. Graybill, lieutenant gov- 
ernor and ex-officio president of the 
senate, is the grand master of the A. O. 
U. W. in Kansas. H. K. Lindsley, senator 


from Sedgwick, is the president of the | 
Farmers & Bankers Life of Wichita. | 


J. M. Gray, senator from Phillips, is a 
fire, hail and farm insurance agent. 

In the house J. V. Abrahams is the 
secretary of the Security Benefit of To- 


peka and Holmes Meade has one of | 


the largest fire and casualty agencies in 
the state. Joe Kramer of Independence | 
is a life insurance man of long experience. 


a council | 
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men of the house, all 
are J. R. Burton 


Other insurance 
fire insurance agents, 


Kansas City, Kan.; W. A. Doerschlag, 
Ransom; John Doane, Osborne; I. J. 
Carter, Garden City; H. S. Hilver, 
Wakeeney; I. F. Talbot, McPherson. 





Agency Gives Course 


Night classes in insurance salesman- 
ship are being offered by the Aetna Life 
'in Minneapolis at its offices, under the 
personal direction of Harry W. Kavel, 
general agent. Classes began last Mon- 
day and will continue each Tuesday and 
Friday. An outline of courses has been 
sent to prospective students and many 
have shown willingness to take the 
course. Subjects covered in the course 
include psychology of selling, insurance 
contracts, taxes, audits, trusts, indem- 
nity, participating and non-participating, 
sub-standard cases, group life, accident 
and health and group disability. No reg- 
istration fee is required. 





Question Insurance on Official 


The question of how to legally dispose 
of the money which was received from 
the New York Life which covered the 
life of J. O. Posson, former manager oi 
the Kaukauna, Wis., electric department, 
has been taken up by that city before 
the Wisconsin railroad commission and 
the attorney general. This is the first 
time a matter of this kind has ever been 
taken up with the commission and the 
members of it are planning a thorough 
investigation of the legal phases con- 
nected with it. 

The policies were taken out by the 
utility commission and the premiums 
were paid by it and Mayor W. C. Sulli- 
van believes that the funds belong to 
that department. 





Ask for Receivers 


Suit has been filed in the St. Louis 
county circuit court asking for receivers 
for the Western States Life of Clayton, 
Mo. Frank J. Falzone, who has control 
of the company, is charged with irregu- 
larities in management. It is charged 
that Falzone as president has arranged 
for the Western States Life to pay Fal- 
zone & Co., who use the same general 
offices, the commission of 35 percent on 
new business, and has also entered into 
certain alleged ruinous contracts with 
other companies in which Falzone is 
said to be interested. The company is 
a family affair with two of Falzone’s 
sons acting as treasurer and member of 
the board and R. J. Wuest, an intimate 
friend, acting as secretary. A son-in- 
law of Falzone’s, R. F. Buschorn, is on 
; the board of directors. 








Hear Policy Analysis Expert 


Karl J. Guhne, policy analysis expert, 
|addressed a meeting of a special group 
| of life underwriters of St. Louis at the 
offices of the F. T. Rench agency of the 
| National Life of Vermont. Mr. Guhne 
is touring the country lecturing before 
various agencies. 








| 


| IN THE SOUTH AND SOUTHWEST _ 








HARVESTER LIFE AGENTS MEET 





Nearly 100 Present to Hear Chairman 
Jalonick Speak—Honor High 
Producers 





The Harvester Life held its annual 
banquet at Dallas, Tex., last week. 
Nearly 100 agents were present. George 
W. Jalonick, chairman of the board, 
spoke regarding the stabilization effect 
of life insurance. G. B. Dealey spoke 
on life insurance in Texas 50 years ago 
and its development since those days. 
“Life insurance records,” said Mr. 
Dealey, “show that the total number of 
companies doing business in Texas in 
1879 was 34, whereas in 1927 | , Texas 
showed a total of 127 companies.” 


The Harvester Life convention lasted | 


for three days. Prizes were given to the 
high producers. D. A. Witt of Canadian, 
Hal Scott of Floydada, T. P. McKinney 
of Luling and Tom Bryant of Cross 
| Plains were among those honored. 





| HL D. EDWARDS IS ADVANCED 


Becomes the Supervisor for the Gordon 
H. Campbell General Agency of 
the Aetna Life 





H. D. Edwards, who has just been 
appointed field supervisor for the Gor- 
don H. Campbell general agency of Lit- 
tle Rock for the Aetna Life in Arkansas, 
Louisiana and southeast Missouri, has 
made a record which is so outstanding 
as to be an inspiration to life insurance 
men generally. 

After indifferent production for a year 
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and a half, Mr. Edwards, or “Judy” as 
he is affectionately known throughout 
the Campbell territory, found himself 
at the beginning of 1928. During the 
year he conclusively demonstrated what 
can be done by a man who organizes 
his time and sets out to conquer a def- 
inite goal. 

Although serving as postmaster at 
Benton, Ark., and operating in a terri- 
tory made up entirely of his home com- 
munity and the surrounding country, he 
produced a volume and quality of busi- 
ness which placed him high among the 
leaders. Due to his other work he was 
able to give but one day a week to life 
insurance solicitation, yet by intensive 
use of the 50 odd days during 1928 he 
wrote 79 cases for a total volume of 
$612,000. His average premium has also 
been high. The best months in number 
of applications written were March and 
July with 13 each, while from the stand- 














H. D. EDWARDS 
point of volume August with $155,000 
and May with $108,500 were the best. 

Two things are responsible for Mr. 
Edwards’ remarkable record. First, the 
sincerity and intelligence with which he 
planned and carried out his work dur- 
ing the limited time available to him. 
Second, the use of the Eames Aetna- 
graph and its assistance in selling a 
definite insurance program to each ap- 
plicant instead of merely an insurance 
policy. 

That his new responsibilities will not 
hamper his production is readily demon- 
strated by his first three weeks in the 
held as a supervisor, which resulted in 
the production of $85,000 of business— 
and this in spite of the fact that one of 
the weeks was the holiday week. 


_—_. 


GOOD WORK DONE IN TEXAS 


T. W. Lovett of the Great Southern Life 
Develops Into a Million Dollar 
Personal Producer 





T. W. Lovett closed the year as a 
million dollar producer for the Great 
Southern Life of Houston, Tex. Million 
dollar producers are rather rare in the 
south. His first agency contract with 
the Great Southern was made April 1, 
1912. He won club membership before 
the end of the year, and has maintained 
it ever since. His average paid for pro- 
duction for the last seven years is 
$500,000. Concerning Mr. Lovett, the 
Great Southern Life says 


Striking Pesscnality 


“Tom Lovett claims to know nothing 
about the essential elements of sales- 
manship or very much about anything 
else. He says he has never been a mem- 
ber of any club where salesmanship is 
taught, attended any school devoted to 
the education of salesmen, had any in- 
Struction in how to sell life insurance, 
Or studied psychological phenomena as 
applied to salesmanship. He hardly ever 


Judge 





LIFE 


carries a rate book or an application. 
So much for his side of the case. 

“On the other hand, we find in him 
one of the most striking examples of 
‘personality plus’ in the entire south- 
west. The possessor of a vocabulary 
that is unique in its versatility, irresist- 
ible in its force, and all-embracing in 
range, a natural mixer, a_big-hearted, 
generous and loyal friend, of fine 
physique and pleasing appearance, a 
raconteur whose tales are unlimited in 
number and piquancy, he is warmly 
welcomed as friend and companion by 
more prominent men in Texas than any 
other private citizen. 

Methods Are His Own 

“Endowed with a keen perception and 
a quick action mind, set on a hair trig- 
ger, he writes life insurance by intuition, 
and plays his hunches to a finish. His 
methods are his own. It would be ut 
terly useless for others to try to follow 
them. He admits that he loafs, but re- 
fuses to reform. His first agency con- 
tract with the Great Southern was made 
April 1, 1912. He won club membership 
before the end of the year, and has 
maintained it ever since. His average 
paid-for production for the last seven 
years is $500,000.00. That is Tom Lov- 
ett, as is. We like him, so do you if you 
know him.” 





GIVE CHILDREN PENCILS 
TO GET NEW PROSPECTS 


An ingenious roy for procuring pros- 


pects through the cooperation ol 
children has been worked out by G. W. 
Harrison, Alfred Friend and E. T. 
Smith, Atlantic Life agents in Peters- 
burg, Va. Recently they distributed 
about 300 cards in one day in two coun- 
try school houses, explaining to the 
children that if they would get the cards 
completed and returned to their teacher 


school 


within one week a_ nice lead pencil 
would be given each of them. Within a 
week the agents called back at the 


schools and were agreeably surprised to 


get 200 of the cards back, completely 
filled out. 
The cards were separated according 


to post offices and rural routes with the 
result that a list of good live prospects 
to work on for several months was ob- 
tained. Some of them have already 
vielded a nice volume of business. 


General Agents Elect Officers 
The General 


Agents Association oi 
Oklahoma City has elected the follow- 
ing officers: James B. Rogers, Lincoln 
National Life, president: R. J. Bullard, 
Reliance Life, vice-president; Jesse A. 
Todd, Central Life of Iowa, secretary 
The association meets monthly, at which 
time problems of the general agent are 


discussed. 





Postpone Southland Life Convention 
convention of the 
held at 
been 
be- 


The annual agency 
Southland Life, scheduled to be 
Kerrville, Tex., Jan. 9-11, has 
postponed until some future date 
cause of the influenza situation in Texas, 
it is announced by the company ofh- 
cials. No definite date for the conven- 
tion has been set. 


New Birmingham Radio Station 


The New Year was ushered in at Bir- 
mingham by the opening of radio sta 
tion WAPI, owned jointly by the city 
of Birmingham, the Alabama Polytech- 
nic Institute and the Protective Life. The 
Protective Life furnishes the studio, 
studio equipment and necessary space 


for broadcasting operations, on the top 
floor of its new building. 


Saufley Indictments Thrown Out 

FRANKFORT, KY., Jan. 9.—Circuit 
Ben G. Williams Tuesday sus- 
tained demurrers to indictments against 
Insurance Commissioner S. M. Saufley 
in that they did not charge bad faith in 
paying more money to State Treasurer 
Fd Dishman than the statute allowed. 


INSURANCE 





EDITION 


The state will appeal the case. 
will be no trial at this term. 
Mr. Saufley paid to Mr. Dishman $50 
a month for two years in addition to 
the $50 a month allowed the state treas- 
urer for acting as custodian of the se- 
curities deposited with the state of Ken- 


tucky by insurance companies. He 
claims that he was advised by the for- 
mer attorney-general that it would not 
be a violation of the law to pay this | 
money. 


Appoint Office Manager 


John M. Minden, formerly assistan 
cashier of the Bank of Charleston, 
Charleston, Ark., has been appointed of 
fice manager and director of public 
relations of the Pinnacle Old Line of 
Little Rock. 

The company has 
new business since 
are located in the nev 
ing 


$250,000 ot 
Oflices 
build- 


written 
September. 
Donaghey 


Opens Lexington Office 

The Kentucky State Life of 

ville has opened a branch office in 

ington, Ky, with James T. Tucker in 
charge of the office. 


Louis 
Lex 


Becomes Agency Supervisor 
R. E. Williams has resigned the gen 
eral agency of the Pilot Life at Rich- 
mond to become agency supervisor for 
the ordinary department of the Life of 
Virginia. This is a newly created posi- 
tion. Mr. Williams went with the Pilot 


rhere 


months ago. He 
previously with the sales force of the 
Connecticut General in Richmond. In 
position he will supervise the 
throughout 
Lite of 


Hall, 


Life about six 


his new 
work of 
the teri 
| Virginia, 
superinte! 
| 


ordinary agencies 
itories covered by the 
according to Frank FE. 


ordinary agencies 


dent ot 


Southland Appoints Texas Supervisor 


| C, M. Deadwyler has assumed his 
| duties as agency supervisor for Texas 
| for the Southern States Life He will 
|} maintain headquarters at Dallas. Grady 
| Brown, formerly of the Merchants Life, 
has been named general agent for the 
Dallas territory. Ile succeeds Henry ‘1 


Hinsch, who resigned to devote his en 
tire time to personal production. 
' 
| 
| Non-Medical Case Decided 


Held that under the provisions of (¢ 


| S. 6460, as amended by chapter Pub 
|lic Laws of 1927, and also with the 
}amendment of chapter 82, Public Laws 
| of 1925, where no medical examination 
|} of applicant is required by insurer un 
| der the statute, the policy to be void 


with fraudulent 
health of ap- 


must be accompanied 
misrepresentations as to 


plicant, which must be shown by the 
company in resisting an action to re 
cover upon the policy, and the fact that 


insured was not in sound health at the 
time the policy was issued contrary to 
a provision in the policy is sufficient. 


Holbrook vs. American National, 


i Ct. N. ¢ 


Sup. 
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PHOENIX MUTUAL MEN MEET 
Annual Gathering of Producers Under 
Manager Peterson Held in 
San Francisco 


producers ol 
ofice of the 


Clarence W. 


Che annual meeting ol 
the San Francisco branch 
Phoenix Mutual Life under 
Peterson, manager, was held Jan The 
afternoon was devoted to the following 
subjects led by members of the agency 
“Planning the Day's Work,” Ernest L. 
Oaks; “My Plans for 1929,” E. J. Wat 
kins; “The Use of Policyholders for 
New Business,” Richard L. Sherwood: 
“Business Life Insurance,” Herbert H 
Burbank; “Salary Allotment Insurance,” 
Hugh Hazlett; “What I See in the Life 
Insurance Business,” J. S. Williams. In 
the evening a banquet attended by the 
agency force and their wives as well as 
the office staff was held. Herbert Bur- 
bank, leading producer of the agency 
for 1928, was the principal speaker 


San Francisco Sales Congress Plans 


Karl L. Brackett, supervisor of the 
John Hancock Mutual Life, has been 
appointed chairman in charge of the 
joint annual sales congress to he held 


in San Francisco in February, which will 


be attended by members of the local 
and East say associations Arthur 
Hutchinson, agency cirector of the New 
York Life, chairman of the convention 


the association, who ap- 
Srackett as chairman of the 


committee of 
pointed Mr. 


event, will assist him as a sub-chairman 
Binder Agency Organizes 

Vhe wency force of H, A, Binder, 

general agent of the Massachusetts 

Mutual Lite, have organized the San 

Francisco Agency Association with C. 


G. Keehner as president in recognition 
”% his service and production of more 
than $1,000,000 of business last year 
Alvin M. Binder is secretary and Miss 
Calderwood treasurer. Leon Riese and 
H. H. Hallin were elected to serve with 
the officers as directors The objects of 
the organization are to encourage edu- 
cation among the members and new 
members to the agency 


Mountain States Lecture Course 


The Mountain States Life has started 
a lecture course in life insurance at its 
home office in Hollywood. The course 


is in line with the program arranged by 
the Insurance Institute of America and 
was worked out by William A. Munster. 
actuary of the company. It is planned 
to hold weekly meetings 
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MAKES CHANGES IN PROGRAM 


Aetna Life fotene Some Important 
Alterations and Amendments in Its 
Underwriting Scheme 

Che 


Aetna Life 


announces that ow- 
ing to excessive death loss payments 
in the older ages, additional premiums 
applicable to new business dated on and 
atter Jan. 1, and applicable to renewals 
dated on and after Feb. 1. will be 
charged in accordance with the follow- 
ing table: 
Class A—$1.40 additional per $1,000 
beginning at age 6f 
Class B—$1.90 additional per $1,000 
beginning at age 60 
Class C—$2.40 additional per $1,000 
beginning at age 60 


Class D* and D—$2.50 additional per 
$1,000 beginning at age 55. 
Class B and higher—$3.00 additional 
| per $1,000 beginning at age 55. 


Under policies which contain the ac- 


cumulation clause, the additional pre- 
; mum will be based on the ultimate ac 
| cumulative value of the policy. Health 
policies now in force on risks under 60 


renewed after 
age of 60. The 


vears of age will not be 
the assured attains the 
issue of “Composite ” health policies to 
new female risks is discontinued. For 
the present policies in force on this class 


will be renewed where conditions are 
| satisfactory. The only form of health 
|} insurance which can be issued on 
|women is the “Popular Disability 


| Policy.” 
The coverage under the new automo- 
' bile supplement extends to injuries re- 
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FIELD SUPERVISOR 
WANTED 


IN THE HOME OFFICE of one of the most 
progressive middle-western life insurance 
companies, there is an opening for a young 
man, who has had at least 5 years of success- 
ful life insurance selling experience. The 
position is that of FIELD SUPERVISOR. 


THE MAN who will get this unusual opportunity 
will probably be a college man who has proven his 
worth as a salesman; he will be from 28 to 35 years 
of age—a man who is more interested in his fu- 
ture than the immediate present; a man who has 
always wanted to break into Home Office agency 
work and is willing to work hard for advancement. 


The man who gets this position will be getting an 
opportunity that does not present itself more than 
“once in a life-time’—an opportunity to become 
associated with a company that is far beyond the 
experimental stage, and yet, not so big that a man 
simply becomes a “cog in the machinery.” 


Write fully, giving age, education, experience, 
salary expected to start and any other information 
about yourself that seems essential. 


ADDRESS H-72 
THE NATIONAL UNDERWRITER 














Your Money 
Comes Back 


Life insurance maturing as a life in- 
come is one way of discounting future 
developments in the stock market. 


Many men who hope to make money 
through fortunate investments are making 
sure of the necessary minimum for them- 
selves and their families through income 
settlements of both the insurance and the 
endowment features of their life insurance. 


Send for sales material to facilitate 
this approach. 


Connecticut General 


Life Insurance Company 
Hartford, Conn. 








ceived by the assured while he is driv- 
ing or riding in a private automobile or 
pleasure car type, or being struck by an 
automobile. The new “Progressive 
Policy” provides for the payment of 
double indemnities for private automo- 
bile accidents in addition to double in- 
demnities provided in the “Paramount 
Accident Policy.” The limit for an in- 
dividual risk under policies of this sort 
is $10,000 principal sum and $100 
weekly indemnity except in class D 
where the limit is $5,000 and $50. 

The new program involves: 

1. A new agents manual. 

2. A new form of application. 

3. Discontinuance of the “PG” regu- 

4. Revision of rates for over age 
business. 

5. New policy requirements in writ- 
ing health insurance for women. 

6. New automobile supplement. 

7. New “progressive” accident policy 
with double indemnities for private auto- 
mobile accidents. 


Writes Deferred Payment 


W. M. Chittenden, former manager 
of the deferred payment department of 
the Guaranty Liability Agency Com- 
pany with offices in Cincinnati, has or- 
ganized a company known as the W. M. 
Chittenden Company to write deferred 
payment insurance. This company has 
headquarters at 730 Chamber of 'Com- 
merce building in Cincinnati. Mr. 
‘Chittenden has specialized in the handl- 
ing of deferred payment insurance for 
the past three years. Before that time 
he was for ten years in the accident 
and health field, acting as a _ general 
agent for the Massachusetts Bonding 
in St. Louis, and as a special agent 
for the Federal Surety in the middle 
west. 

The Guaranty Liability Agency Com- 
pany headquarters has been transferred 
to Dayton, O., and discontinues writing 
of deferred payment business. J. : 
Winter, president, will continue as head 
of this agency and will operate the 
agency for the writing of regular lines 
in Dayton. 


Writes Full Commercial Line 


The newly established commercial 
health and accident department of the 
American National of Galveston is now 
issuing all forms of commercial acci- 
dent and combination accident and 
health policies, together with special 
automobile policies and travel accident 
policies covering accidents on any pub- 
lic conveyance. 


Covers Air Travel Accidents 


To keep abreast of modern transpor- 
tation development, the railroad ticket 
department of the Provident Life & Ac- 
cident will soon place on the market a 
policy covering accidents resulting from 
travel by air. The steady increase in 
the number of air lines and the growing 
number of passengers being carried have 
opened up a new field for travel acci- 
dent insurance and the Provident is 
planning to meet the need for accident 
coverage in that field. 


U. S. Mutual Managers’ Meeting 


The United States Mutual of Chicago 
ealled in all of the district managers in 
the various cities where it operates for 
an informal conference at the home office 
Tuesday in regard to conditions in their 
territory and plans for the coming year. 
There were 24 in atendance, including 
managers from Detroit, Indianapolis, 
Gary and other cities, in addition to all 
those operating in Chicago and vicinity. 
The out-of-town men were guests of 
the officials of the company at the din- 
ner of the Accident & Health Managers 
Club of Chicago Tuesday night. 





Health & Accident Conference Plans 


The annual meeting of the Health & 
Accident Underwriters Conference, al- 
ready scheduled for Chicago, will be held 
at the Edgewater Beach Hotel, the scene 
of last year’s convention, and the time 
has been tentatively fixed for the first 
week in. June, although definite dates 
have not yet been selected. 





Issues Dividend Coupon Policies 


The Abraham Lincoln Life is issuing 
three new dividend coupon policies. 





They are written on both the regular 
and the special basis and separate pre- 
mium rates are quoted for these two 
types of coverage. For example, on the 
“definite” policy, the original rate with- 
out the dividend feature for $5,000-$100- 
$100, Class A, was $13. Under the new 
form, the same coverage is provided, in- 
cluding the dividend feature, for $14. 
On the regular policy, which eliminates 
only the first seven days of illness and 
does not affect the accident indemnity, 
the same coverage may be provided for 
$11.70 quarterly. 


Bill Proposes State Health Fund 


A bill has been filed in Massachusetts 
for consideration at the coming session 
of the legislature, which “creates a divi- 
sion of preventive medicine in the de- 
partment of public health and estabish- 
ing a state health fund for the purpose 
of providing certain benefits for contrib- 
utors to the same in cases of sickness, 
death or accident.” 

This bill evidently is similar to ones 
introduced at each of the last three leg- 
islative sessions in that state. It has 
been referred to the state administration 
committee. 


Discontinues Special Policy 


Discontinuance of renewals on the spe- 
cial automobile policy issued by the ac- 
cident and health department of the 
Central West Casualty is announced. 
The policy insures against accidents due 
to being struck by or riding in an auto- 
mobile, and the annual premium was $5. 

“We figured that the agents would 
simply use this as a means to sell the 
regular accident contract,” says Secre- 
tary W. M. Ames’ announcement. “We 
find, however, that this is not being 
done and we have been asked to renew 
these special automobile accident poli- 
eies year after year.” The company will 
not cancel existing policies, the an- 
nouncement says, but none will be re- 
newed and no new business will be ac- 
cepted. 


Many Arkansas “Flu” Claims 

FORT SMITH, ARK., Jan. 9—With the 
influenza epidemic raging in this section, 
accident and health men report they are 
paying out large sums for sick claims. 
Deaths from the disease have been com- 
paratively few in this section, most 
cases running mild, but many have de- 
veloped into pneumonia the last few 
days. 

Agency offices are crippled because 
agents are ill with influenza. D. E. 
Bryan, district manager of the Life & 
Casualty, is one of the influenza vic- 
tims. H. A. Price, his assistant, is in 
charge of the office. 








National L. & A. Promotions 


W. B. Usher of the Dallas No. 2 dis- 
trict of the National Life & Accident 
has been promoted to superintendent in 
the Wichita Falls district. Ww. T. 
Hendry of the Shreveport district has 
been given a superintendency there. 


Mutual Benefit’s Texas Appointments 


Thomas E. Leslie has been made man- 
ager of the Wichita Falls, Tex., branch 
of the Mutual Benefit Health & Acci- 
dent. B. E. Pierce has been named man- 
ager of the Austin branch. 


Writes Air Travel Policy 


The International Travelers Assurance 
of Dallas announces a new policy with 
full coverage for accidental death and 
disability of the policyholder as a re- 
sult of riding as a passenger in an air- 
plane. 








New Chicago Company 

The Alpha Mutual Casualty of Chicago 
has been licensed by the Illinois depart- 
ment to write accident and health insur- 
ance. 

The Alpha Mutual is a Negro organi- 
zation managed by colored people. It is 
located at South Parkway and 47th 
street, Chicago. 


Penn Mutual Elects New Trustees 


William I. Schaffer, justice of the 
Pennsylvania supreme court, and Samuel 
D. Warriner, president of the Lehigh 
Coal & Navigation Company, were 
elected trustees of the Penn Mutual Life 
at the annual policyholders’ election 00 
Monday this week. 
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4 ——Policy Year— 
Age 1 2 3 4 5 6 7 
NEWS ABOUT LIFE POLICIES | 13.81 14.49 14.97 15.42 15.88 16.34 16.80 
2 : i aii Gaia 14.37 15.05 15.52 16.00 16.47 16. 17.42 
—- : | Seppeee 14.95 15.63 16.12 16.61 17.09 17. 18.06 
New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in | | 49 iets othe aaas tet seas +4 aa ae - et 
Policy Literature, Rate Books, etc. Supplementing the “Unique Manual- ilcnkanes 16.88 17.61 18.15 18.68 19.19 19.70 20.20 
Digest”’ and ‘‘Little Gem, Published Annually in May and April respectively. 60........ 17.60 18.36 18.91 19.43 19.97 20. 21.01 
PRICE, $4.00 and $2.00 respectively. os wee eeeee te 19. 19.73 o0.38 26.80 21 31.88 
Meee eeeee vomt «Vio wiwLea #i.9 eerte 
- eee 20.10 21.47 22.05 22.61 23.13 23.66 
64 Sane 21.0 22.45 23.03 23.57 24.12 24.63 
7 ae 22.0 23.48 24.05 24.62 25.15 25.69 
New Schedule for Mutual Life mecereess “tT ores icae tease weal ite 
| - . wt. mt. 
, — ee : 1 patente 26.93 54 28.09 28.59 29.09 
_ The Mutual Life of New York’s pol- when the first increase in dividends was | « S8-33 25.52 39.86 29.86 20.78 
+ aw gai in 1929 will receive in div- | noted the company has built up a —_ ss Se See Se Sees 
1 —_ approximately $44,000,000, ac-| of from $23,000,000 to what is esti-| 2° Payment Life — 
cording to an estimate by officials. In | mated to be $64,000,000 in round figures. ° ‘ Policy Year——- 
addition to this the company has set| ‘Total dividends disbursed to policy- | Bo - BS F : ; 
aside a fund of $5,000,000 as a reserve | ‘ . ‘ 2 2 pom) $ 7.38 $ 7.59 $ 7.81 $ 8.03 $ 8.26 $ 8.50 
; : Aggies : | holders during the company’s history 7.4! 7. 7.88 8.11 8.33 8.58 
against the inroads of unexpected na- rach $609,000,000 “: ly half | ‘ 1.5 7.7 7.95 8.17 8.40 8.65 
ture such as influenza or financial panic, | reach $ 20WU,000, approximately halt | 5 7.5 7. 8.01 8.24 8.49 8.74 
calamities that occur without the slight- | Of Which has been disbursed in the past | $ 7.64 = 7. 8.09 8.33 8.58 8.84 
est warning and for which an insurance | te" years. The company was founded 9 f. Hy as er ose oat 
. = Zz 4 . cae my . —_ o ‘. ° < 4S -f 7. 
company, particularly a life company, | in 1843 and : since | 1918 has disbursed 2 7. 8. 8.38 8.58 8.85 9.12 
must always prepare itself. | $318,000,000 in dividends, greater than 9 1. 8. 8.41 8.67 8.94 9.21 
This $44,000,000 dividend is an in- | the sum total of dividends in the first 75 | 1 My He Het} 2-79 ti yt 
crease over last year of approximately | years of its history, ; 2 8. 8.42 8.69 8.96 9.24 9.53 
$4,000,000. This is partly due to the | Other factors responsible for the in- 1 8.3 8.53 8.79 9.06 9.35 9.65 
raise in interest factor, 4.8 as compared | crease in 1929 have been the increased | 95 +y . : ¥ 4 oss ye} eH 
with 4.7 percent. Other influences are | purchase of preferred stocks by the | 8 8. 8.82 9.11 9. 9.71 10.02 
the increased payments on-~ larger | company, as a result of the W ales act | 1! 8.65 8.93 9.22 9.5 9.83 10.15 
amounts of life insurance, as well as | passed in New York in the spring of r | 887 86 «846 8: 10:09 10:42 
tax refunds resulting from a recent de- 1928, and increased loans and real estate | 1! 50 «68.99 9.29 9.59 9.8 10.24 10.57 
cision in the courts of Ohio returning | mortgages which have netted higher re- | TE 9.10 9.40 9.72 20. 10.37 10.71 
illegally collected taxes on life insurance | turns on investments. : 9:37 9.69 10:01 10:34 1068 11°05 
premiums paid in that state. It is also The detailed dividend schedule of the | 33 6.8: 9.50 9.82 10.15 10. 10.85 11.21 
reported that the return of taxes by the | three major policies of the Mutual Life 6 9.64 1337 10.30 20. 11.03 11.39 
United States government aided mate- | of New York appears below. A brief of | ST 9.94 10.29 1064 11. 11°38 te} 
rially in reaching this figure. the 1929 scale appeared a few weeks | : 10.11 10.45 10.82 11. 11.57 11.97 
There has been a continuous, unbro- | ago in THE NATIONAL UnpERwriter. The | 3 8S ‘ 40.37 46-3 tet ; : te 23.28 
ken rise in dividends of the Mutual Life | figures given below are based upon $1,- | ¢ , tags fiei ates ict 33-36 13-40 
for six consecutive years. Since 1921 | 000 policies: 3. 5 10.83 11.22 11.62 12:03 1247 12.93 
| of 11.04 11.44 11.85 12.3 12.74 13.21 
Ordinary Life $e 1 11.26 11.67 12.12 12.56 13.03 13.52 
Policy Year .) 28 50 11.95 12.39 12.86 13.34 13.84 
bee Prem Ta a ag tng dna duwaimaiineies |i SO ne ne ee ee ke ite 
jenveens 9 83 $ 6.12 $ 6.20 $ 6.29 $ 6.38 $ 6.47 $ 6.55 $ 6. 7. oe eeeees 2 12.07 12.53 13.02 13.52 14.02 14.53 
ii seecenes 16:21 . Het . 6.18 . 636 . 6.35 ’ 6.44 . 6.53 6.62 6.92 7.49 8.16 eesccces 31 11 2 12.39 12.87 13.37 13.88 14.39 14.92 
eet 16.48 5.94 6.23 6.32 6.41 6.49 658 6.69 7.00 7.59 8.27 8.2... 5, ‘83 12.04 12.72 13.22 13.73 14.25 14.78 15.30 
Bésas0eee 16.78 6.00 6.2 6.38 6.47 6.56 6.66 6.76 7.09 7.70 8.41 4 ee eeeees 45 1: 39 13.10 13.60 14.12 14.65 15.18 15.72 
ere 17.08 6.06 6.35 6.44 6.53 6.63 6.73 6.84 7.18 7.81 8.55 51 er eeeees .? 17 1 7 13.48 14.00 14.54 15.07 15.61 16.14 
BPeccceces 17.40 6.12 6.41 6.50 6.60 6.70 6.80 6.92 7.27 7.92 8.68 > of 01 13.17 13.89 14.43 14.97 15.51 16.04 16.56 
— Ser 17.73 6.17 6.46 6.56 6.67 6.77 6.88 7.00 7.36 8.04 8.82 53 Beecceece pry + 1 : 14.34 14.88 15.43 15.97 16.49 17.02 
Bieeécesee 18.07 6.23 6.54 6.64 6.74 6.86 6.98 7.10 7.47 8.17 8.97 54 ee eereee ret 1 06 tag 15.36 15.90 16.42 16.96 17.50 
BBoocsesse 18.44 6.30 6.60 6.71 6.83 6.94 7.07 7.19 7.57 8.30 9.12 > +94 14.5 t 15.3 15.84 16.37 16.91 17.46 18.00 
BPeccevsce 18.81 6.37 6.67 6.79 6.91 7.03 7.18 7.28 7.68 8.43 9.28 ea eccccses 56.69 1 15.81 16.34 16.89 17.44 17.98 18.54 
BPecsecces 19.21 6.44 6.76 6.88 7.00 7.12 7.25 7.38 7.79 8.57 9.45 57 seeeeees 69.26 1 16 34 16.89 17.45 18.00 18.56 19.11 
igeensece 19.62 6.52 6.84 6.96 7.09 7.21 7.34 7.48 7.91 8.71 9.63 | oe 72.01 1 16.91 17.47 18.03 18.60 19.16 19.70 
22 20.06 6.61 6.93 7.06 7.19 7.32 7.46 7.60 8.04 8.87 9.82 | $8 peensees 74.98 16.75 17.52 18.08 18.66 19.23 19.78 20.34 
Tineeenees 20.51 6.69 7.02 7.15 7.28 7.42 7.56 7.71 8.34 9.02 10.00 OF eeeeraee 78.16 17.38 18.15 18.74 19.31 19 87 20.44 21.00 
pik ik ince ey 20.99 6.78 7.11 7.24 7.38 7.52 7.68 7.83 8.31 9.19 10.31 teeeeees 81.60 18.06 18.86 19.44 20.01 20.60 21.16 21.73 
icséeeess 21.49 6.88 7.21 7.35 7.49 7.65 7.80 7.96 8.45 9.37 10.42 ww 
ee 22.01 6.96 7.30 745 760 7.76 791 $807 8.59 9.54 10.63 20-Year pen a 
Fee 22.56 7.06 7.41 7.56 7.72 7.88 8.04 8.22 -74 5 . | r icy Year——____ 
Ecoeesece 23.14 7.17 7.53 7.69 7.84 8.01 8.19 8.36 8.90 9.93 11.15 | Age tt x 9 - athe A . a - 5 ‘ 6 s 
eee 23.74 7.28 7.64 7.80 7.96 8.14 8.31 8.49 9.06 10.12 11.41 | J )+------- o2 $ +26 $ r+ $ 9.39 $ 9.93 $10.49 $11.07 $11.67 
eee s one 24.38 7.41 7.76 7.93 8.11 8.29 8.47 8.65 9.24 10.35 11.71 abated te 8°30 yt 9 45 9.99 10.55 11.12 11.72 
eae 25.05 7.51 7.89 8.07 8.24 8.42 8.61 8.80 9.43 10.57 12.01 oc ipetetaes 47.56 + et 9.53 10.07 10.62 11.19 11.80 
Deetenawe 25.75 7.64 8.02 8.20 8.38 8.57 8.76 8.97 9.60 10.83 12.31 14 seeerers 47.68 yt Het 9.59 . a3 10.68 11.25 11.86 
eeseeees 26.50 7.79 8.17 8.35 8.54 8.74 8.95 9.16 9.82 11.11 12.65 lve hig 47.79 es ats 9.66 10.20 10.76 11.33 11.93 
ictiedtien 27.28 7.92 8.31 8.50 8.70 8.91 9.12 9.34 10.03 11.39 12.99 | erecornce i792 ee oeey | O72 20-26 10.81 11.39 11.99 
iedesces 28.11 8.06 8.46 8.66 8.88 9.09 9.31 9.53 10.26 11.70 13.34 | —abietabet 48.05 oat 4 9.81 10.35 10.90 11.48 12.08 
ee 28.98 8.21 8.61 8.83 9.04 9.27 9.50 9.73 10.49 12.01 13.69 | 18 teeeeees 48:18 o 73 yt 3.89 10.42 10.98 11.56 12.16 
Sere 29.90 8.37 8.79 9.01 9.2 9.46 9.70 9.95 10.76 12.35 14.05 Baap 48.33 8 82 et 95 30.68 11.05 11.63 12.23 
ie 30.88 8.55 8.97 9.21 9.44 9.68 9.93 10.19 11.05 12.70 14.42 Satay pelea 48.48 31 Hy z. 10.05 10.58 11.15 11.73 12.32 
Te 31.91 8.73 9.17 9.40 9.65 9.91 10.17 10.44 11.36 13.07 14.80 | gyrsss sss: anes 80d) sth neae le-SS 12.26 11.81 13.41 
eae age 33.01 8.93 9.37 9.62 9.88 10.15 10.42 10.73 11.69 13.46 15.19 | <3-------- ee 68:82 (8.78 10.22 10.76 11.31 11.89 12.48 
Tisesecees 34.16 9.12 9.58 9.84 10.11 10.39 10.70 11.01 12.03 13.84 15.58 | +4 48.89 4 12 983 10.27 10.81 11.36 11.93 12 53 
ES eeee 35.39 9.34 «9.81 10.09 10.37 10.69 11.00 11.34 12.39 14.24 16.00 | 5¢-*-----: 49.04 920 98 seas 20-88 11.43 123.01 13.60 
Tecsccnss 36.70 9.58 10.06 10.35 10.67 10.99 11.33 11.68 12.78 14.64 16.43 | 34-------- 405 oak | 882 10-42 10.95 11.50 12.08 12.68 
— ee 38.08 9.82 10.32 10.64 10.97 11.32 11.67 12.04 13.18 15.05 16.86 plain 49:36 bet yt n0.07 tres 11.56 12.14 12.73 
TT icteeene 39.55 10.08 10.61 10.95 11.30 11.66 12.04 12.41 13.59 15.48 17.30 | Sfc*rcc:: 49.53 9°40 0.10 soos 11.08 11.64 12.21 12.81 
are 41.12 10.39 10.93 11.30 11.67 12.05 12.43 12.83 14.03 15.93 17.77 oR tet halantcde aie 49°72 9°49 +4 . oer 11.17 11.72 12.29 12.89 
, =o 42.79 10.22 11.29 11.66 12.06 12.45 12.85 13.26 14.48 16.41 18.27 — hetabaheteads 49°92 by et ets 11.24 11.80 12 37 12.96 
Speers 44.57 11.07 11.66 12.06 12.46 12.87 13.29 13.70 14.92 16.90 18.76 illite 50.13 9 es 10:35 yet 11.33 41.89 12.45 13.04 
— eeceadey 46.46 11.45 12.06 12.47 12.89 13.32 13.74 14.17 15.40 17.40 19.26 | Q)°**"*: bass 46994 «1644 ieee faae ues ol 13.12 
seer 48.48 11.87 12.49 12.92 13.36 13.79 14.23 14.66 15.90 17.93 19.79 | 35°°°****: 50 60 9°83 0.54 1 r+ 52-82 12.04 1: 13.20 
hanes 50.62 12.30 12.94 13.39 13.84 14.28 14.72 15.14 16.42 18.47 20.32 | 95°******: cas? (988 1884 a un 12 13.30 
RRS 52.91 12.78 13.44 13.89 14.35 14.80 15.23 15.67 16.98 19.06 20.90 | °°*****+:- wer CS 64 11.15 11.68 12.2: 2 13.40 
Drs secies 55.35 13.28 13.95 14.42 14.88 15.32 15.77 16.22 17.56 19.66 21.47 { (CONTINUED ON NEXT 

















“It dignifies your business” 


A complete agent’s Record in one loose-leaf attractive 


mation on insured for future solicitation, total volume of 


able and a premium payment record—all combined on one 


simplicity! : 
making a perpetual Record of your business. 
it before you and it took only five minutes to record it! 





P. G. Dallwig, 105 W. Adams St., Chicago. 
Send at once anc 
Standardized DALLWIG 


without obligation 


| 
RECORD. 


the whole 





ASENT'S NAME 


Also send price list. 





Book 


first 


record 
of information to other sections or units thus duplicating or triplicating your work! 
One sheet for each policy providing for the forwarding of totals 
If you or your client want any 


48 page Index serving as a quick ready reference to all policies by name 
year 


story 


of all 
and 


sheet. 
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a note receiv- 


15 20 
20.26 22.03 
20.91 22.63 
21.57 23.50 
22.27 24.40 
22.99 25.36 
23.71 26.37 
24.47 27.44 
25.56 28.60 
26.70 29.82 
27.92 31.11 
29.23 32.47 
30.62 33.90 
32.14 35.48 
33.75 37.21 
35.46 39.11 
37.26 41.14 
39.19 43.22 

— —_ 
15 20 
$10.73 $12.47 
10.85 12.61 
10.96 12.76 
11.09 13.91 
11.23 13.08 
11.35 13.23 
11.49 13.39 
11.63 13.57 
11.77 13.73 
11.92 13.92 
12.07 14.11 
12.22 14.29 
12.39 14.49 
12.55 14.70 
12.73 14.91 
12.90 15.13 
13.09 15.35 
13.28 15.60 
13.47 15.84 
13.68 16.128 
13.89 16.38 
14.11 16.67 
14.36 16.96 
14.61 17.25 
14.88 17.56 
15.15 17.87 
15.44 18.18 
15.74 18.50 
16.05 18.81 
16.36 19.13 
16.69 19.47 
17.03 19.80 
17.37 20.15 
17.70 20.51 
18.05 20.86 
18.42 21.23 
18.79 21.61 
19.19 22.01 
19.58 22.40 
20.00 22.80 
20.43 23.22 
20.87 23.65 
21.35 24.10 
21.83 24.55 
22.31 25.00 
22.84 25.48 
23.39 26.08 
23.96 26.7 
24.56 27.34 
25.14 28.00 
25.79 28.73 
15 20 
$17.29 $21.71 
17.35 21.76 
17.42 21.83 
17.47 21.88 
17.55 21.95 
17.77 22.17 
17.83 22.22 
17.87 22.25 
17.91 22.29 
17.96 22.33 
18.01 22.38 
18.06 22.42 
18.10 22.46 
18.17 22.52 
18.23 22.58 
18.28 22.62 
18.35 22.68 
18.42 22.75 
18.49 22.81 
18.57 22.88 
18.64 22.94 
18.72 23.01 
18.82 23.09 
18.92 23.17 


Get Your Work Organized For 1929 By Using The Standardized 


DALLWIG commission RECORD 


For Years the Recognized Standard Record or Register for the Life Underwriter! 


force with a 
or policy number, infor- 
renewal i 
months, total volume of written business, a complete birthday and age-change record, 
No laborious transferring 
The last word in 
to succeeding pages 
information, you have 


by 


~~~" " TEAR OFF THIS COUPON AND MAIL TO-DAY === = === = 














28 


THE N ATIONAL 











GLOBE LIFE INSURANCE 
COMPANY OF ILLINOIS 


431 S. Dearborn St. Chicago 


POSE BARRY DIETZ 
President 


WM. J. ALEXANDER 
Secretary 


Successor to 


GLOBE MUTUAL LIFE INSURANCE CO. 


Incorporated 1895 
T. F. BARRY, Founder 














Ia., Kans., 


Md., 
Va. and Wyo. 


We have openings in Ala., fo, Dela., D. C., Fla., Ga., IIL, Mich., 
Ww. 


Minn., N. M., N. C., Okla., s. D., 
ae Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 


Age Limits from 0 to 60. 

Policies for substantial amounts (up to $5,000) for Children on variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 

Participating and Non-Participating Policies. 

Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 

Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE, President 
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Business of 1928 


NEW INSURANCE .......... $143,573,589 


Increase over 1927.......... 6,083,386 
Insurance in Force .......... $1,113,810,563 
An Increase of.-....... saa 90,547,161 


Representing over 63% of the New Business 
f . 


NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


BOSTON, MASS. 


Chartered 1835 Organized 1843 


Years of Life Insur- 
ance Ideals and Service e 


An ideal became a reality when, on February Ist, 1843, “THE MUTUAL LIFE 
OF NEW YORK” issued its first policy. The business of life insurance on the mutual 
plan started in America then and there. 

Priority in its field is not the Company’s claim to greatness—age in itself is no great 
distinction. THE MUTUAL LIFE began with high ideals of business conduct, which 
still prevail. It aims at quality and to be highly honorable in all its 

In its relations with policyholders and their representatives THE MUTUAL LIFE 
has an outstanding record. 

Those who contemplate life insurance soliciting as a career are invited to apply to 


The Mutual Life Insurance Co. 
of New York 


DAVID F. HOUSTON GEORGE K. SARGENT 
President 2nd Vice-President and Manager of Agencies 


34 NASSAU STREET NEW YORK, N. Y. 
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(CONT'D FROM PRECEDING PAGE) 

Policy Year —* 

Age Prem. 1 2 3 4 5 6 7 10 15 20 
Beet senr<s 51.15 10.04 10.73 11.25 11.78 12.34 12.91 13.50 15.39 19.03 23.25 
ee 51.47 10.15 10.85 11.36 11.90 12.45 13.03 13.61 15.51 19.15 23.35 
alte w cee 51.80 10.26 10.96 11.48 12.01 12.57 13.13 13.73 15.62 19.28 23.44 
37.. 52.17 10.38 11.09 11.61 12.15 12.69 13.27 13.86 15.78 19.42 23.54 
veedes ew 52.57 10.51 11.21 11.74 12.27 12.82 13.40 13.99 15.92 19.56 23.65 
ee 53.01 10.65 11.36 11.87 12.41 12.97 13.55 14.14 16.09 19.72 23.76 
er 53.49 10.80 11.50 12.02 12.57 13.13 13.70 14.32 16.27 19.88 23.88 
ee 54.01 10.94 11.65 12.17 12.72 13.28 13.88 14.49 16.46 20.04 24.00 
— Oe 54.59 11.10 11.82 12.35 12.89 13.48 14.08 14.70 16.66 20.22 24.14 
ee 55.22 11.28 12.00 12.53 13.10 13.68 14.29 14.91 16.88 20.44 24.28 
| Se 55.92 11.47 12.19 12.75 13.32 13.91 14.52 15.16 17.12 20.60 24.43 
eae 56.69 11.68 12.43 12.98 13.56 14.16 14.78 15.41 17.37 20.80 24.59 
_ ee 57.54 11.93 12.68 13.25 13.84 14.45 15.06 15.69 17.64 21.03 24.78 
Seer 58.48 12.20 12.96 13.54 14.14 14.74 15.36 15.99 17.93 21.2 24.97 
See 59.51 12.48 13.25 13.84 14.44 15.05 15.67 16.30 18.20 21 25.17 
ris bie ab 60.65 12.80 13.58 14.17 14.77 15.39 16.01 16.63 18.91 2 25.39 
Eee 61.90 13.15 13.93 14.53 15.14 15.75 16.37 16.98 18.84 22.05 25.63 
yeas 63.27 13.5 14.31 14.92 15.52 16.14 16.74 17.34 19.19 2: 25.89 
ht. <p anes 64.78 13.5 14.72 15.32 15.938 16.53 17.12 17.73 19.57 22.74 26.16 
ae 66.43 14.35 15.15 15.75 16.35 16.93 17.53 18.13 19.97 23.09 26.44 
eee 68.24 14.80 15.60 16.20 16.78 17.37 17.97 18.57 20.38 23.46 26.76 
70.23 15.29 16.08 16.66 17.26 17.85 18.44 19.05 20.85 23.87 27.10 
eee 72.42 15.80 16.58 17.18 17.77 18.36 18.97 19.57 21.34 24.31 27.47 
See 74.81 16.33 17.13 17.73 18.32 18.92 19.52 20.11 21.89 24.79 27.87 
— See 77.42 16.90 17.70 18.29 18.90 19.50 20.09 20.68 22.44 25.27 28.29 
ees 80.28 17.52 18.32 18.93 19.54 20.12 20.72 21.31 23.04 25.78 28.75 
ee re 83.41 18.18 19.00 19.61 20.20 20.80 21.39 21.99 23.69 26.34 29.25 


| 





EQUITABLE ISSUES NEW SCALE 


Fifth Year Dividend Changed—Includes 
Special Payment Allowed Again 
By New York 


The Equitable Life of New York's 
dividend scale for 1929 has been issued. 
The only change made is in the fifth 
year. This also includes a special fif 
year dividend which is again being al- | 
lowed by the New York department. 
The Equitable Life paid $35,530,726 in 
dividends during the first 11 months of 
1928. The revised schedule for the fifth 
year on the prii acipal policies issued by 
the Equitable are given below: 


Fifth Year Dividends 


25 20 20 25 Con- 

Ord. Pay Pay Yr. ae. ver- 

Age Life Life Life End. End. tible 
BS s $ $ $ $ 

es 14.98 16.75 17.66 19.84 18.14 13 

22. 15.22 16.95 17.90 20. 08 18.36 47 

23. 17. 18.1! 49 

17.3 18.¢ 53 

17.66 18.6 99 

17.§ 18. 03 

1 19.2 09 

1 B 1s 17 

1 .74 
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Provident Mutual Life 


The Provident Mutual Life now is- 
sues an accidental death benefit, the 
limit being $25,000, applicable to cer- 
tain classes of standard risks. The dis- 
ability clause has been improved by 
the provision for the payment in cer- 
tain contingencies of disabilitv benefits 
for the first 90 davs of disability. The 
expiry age is 60 for men and 55 for 
women. The retirement life income con- 
tract has been improved. 


~ 
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MINOR POLICIES’ SCALE GIVEN 


Increase on Older Ages—Figures In- 
clude Special Dividends Payable 
Every Five Years 


Last week the New York Life issued 
a new dividend schedule for 1929, show- 
ing an increase for ages over 40. The 
new scale on the ordinary, the 20 pay- 
ment life and the 20 year endowment 
policies were published at that time. 
The new dividend scale on the minor 
policies from 41 years old upwards fol- 


lows. The figures also include the spe- 
cial dividend payable at five-year in- 
| tervals. 
10-Payment Life 
m———Policy Year————_—_—_,, 
Age 2 3 5 10 15 20 
$ $ $ $ $ $ 
=e 12.73 13.39 21.75 29.09 10.96 11.67 
Pesca 13.76 14.50 23.63 30.75 11.53 12.46 
| SERS 15.35 16.17 26.42 33.13 12.46 13.41 
. ee 17.36 18.26 29.85 35.94 13.41 14.27 
SSeS 19.92 20.89 34.09 39.25 14.27 15.06 
ee 23.34 24.34 39.58 33.34 15.06 15.78 
15-Payment Life 
is eee 10.62 11.04 17.14 24.54 25.01 11.67 
' 11.52 11.99 18.70 25.83 24.60 12.46 
Besecee 12.93 13.46 21.10 27.73 23.86 13.41 
aa 14.78 15.36 24.15 29.97 24.49 14.27 
ese 17.28 17.91 28.19 32.75 27.68 15.06 
ore 90.75 21.41 33.76 36.32 31.73 15.78 
25-Payment Life 
9.07 9.31 13.74 21.19 24.95 18.55 
9.92 10.20 15.18 22.34 25,22 20.26 
11.30 11.63 17.49 24.08 27.08 22.7 
13.21 13.60 20.67 26.35 24.41 25.71 
30-Payment 
8.77 8.96 $3.08 20.50 24.92 16.75 
ee 9.62 9.85 14.50 21.66 25.20 18.44 
eo 11.06 11.35 16:93 23.50 27.18 20.99 
Life Premium to Age 60 
amicus 9.78 10.10 15.28 22.70 25.25 11.67 
, ee 11.52 11.99 18.70 25.83 24.60 12.46 
| 15.35 16.17 26.42 33.13 12.46 13.41 
Life Premium to Age 65 
OR cane 9.17 9.42 13.94 21. -* 24.24 19.06 
EE 10.48 10.82 26.39 23.54 26.09 23.60 
. 12.93 13.46 21.10 37:72 23.86 13.41 
Ae 17.36 18.26 29.85 35.94 13.41 14.27 
25-Year Endowment 
tonnes 9.68 10.00 15.18 22.60 22.15 22.43 
10.44 10.77 16.29 23.42 21.92 23.37 
ee 11.68 12.04 18.23 24.78 21.21 24.88 
oe 13.45 13.84 21.07 26.70 19.02 27.03 
30-VYear Endowment 
entes 9.06 9.30 13.74 21.19 24.00 18.65 
, ee 9.83 10.10 14.98 22.13 23.94 19.78 
= 11.15 11.46 17.15 7 53 21.7 
. ae 13.07 13.44 20.32 § 24.47 








Shenandoah Life 


The Shenandoah Life of Roanoke, V2.. 
has issued a new rate book. A slight 
reduction in rates has been made. The 
new rates on the principal policies follow: 


Rates Per $1,000 


30- 20- 20- Paid Paid 
Ord. Pav. Pav. Yr. up up 
Life Life Life End. at 60 at 65 
3... Ban 1.05 $15.26 $19.37 $40.17 $12.51 $12.24 
18. 12.73 16.33 20.70 40.45 13.84 13 46 
2n. 14.13 17.62 22.20 40.723 15.58 15.03 
25. 15.92 19.21 24.24 41.11 18.01 17.18 
30.. 18.23 21.3 26.60 41.64 21.38 20.09 
35... 21.26 24.08 29.81 42.44 26.24 24.10 
40. 95.60 27.73 33.61 43.76 .... 29.85 
45. 21.25 32.78 38.73 46.23 ; 
AM, 29.49 45.59 50.33 
FA 50.10 54.57 57.03 
60 64.76 67.04 aoa 
65 87.45 87.45 


Detroit Life 
The new rate book for the Detroit Life. 
which was announced two weeks go in 
The National Tnderwriter, has been !s- 
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sued. The rates on the principal policies 
are given below. The annuity endowment 
at 65 provides for a $100 a year income 
after the policy matures. 


Rates Per $1,000 


20 

End. Pay Ann. End. 20 

Age End. End. Age Age Yr. 
Age 85 at85 at65 65 60 End. 

$ $ $ 3 3 3 

. re 12.71 20.49 15.15 14.75 16.25 39.71 
a wm 13.82 21.80 16.86 16.37 
5 15.54 23.74 19.62 18.98 21.62 40.30 
— 17.76 26.10 23.36 22.51 26.52 40.82 | 
C= 20.66 28.98 28.58 27.43 33.00 41.61 
see 24.91 32.59 36.14 34.66 .... 42.90 | 
See 30.94 37.63 48.70 .... .... 49.84 
a Pe Ge seee cease <sace Ge 
ee UE «tes seen aone Gee te 
ae 65.20 67.63 oan 
tnsaes 86.37 86.37 


National Savings Life 


The National Savings Life has discon- 
tinued all participating policies, except 











two special policies written on railroad 
classifications. 

A reduction in premium rates on prac- 
tically every nonparticipating policy is- 
sued has been made. 

A new contract known as the select 
risk whole life policy has been issued. 
This policy is limited to applicants on 
male lives between the ages of 20 and 55 
and on female lives between ages 20 and 


| 50. The new rates on the principal 
18.28 39.93 | pelicies follow: 


Rates Per 31,000 
20- 15- 25- 
Select End. Yr. 


|Age Risk at85 End. Prot. End. End. 


15... $12.43 $12.70 $39.66 $22.85 $56.54 $30.63 
20... 13.77 14.05 39.93 24.44 56.80 30.94 
25. 15.48 15.79 40.30 26.41 57.16 31.36 
30 17.68 18.00 40.82 28.85 57.63 32.00 
35... 20.55 21.15 41.61 32.23 58.32 33.00 
40 24.36 25.50 42.90 36.81 59.37 34.66 
45 30.50 30.75 45.10 42.26 61.15 37.95 
50 38.05 38.45 49.60 50.05 64.19 42.40 
55... 47.80 48.50 56.00 59.83 69.26 50.05 
60 63.60 66.25 73.00 77.66 62.50 
65 84.85 .. coos ceve ee 
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OKLAHOMA CONGRESS PLANS 


Dr. Huebner Headliner at Gathering 
Feb. 2—Hear Massachusetts Mu- 
tual Men This Week 


OKLAHOMA CITY, Jan. 10.—As- 

sured of a program built around some 
of the best talent the life insurance fra- 
ternity affords, members of the Okla- 
homa Association of Life Underwriters 
are looking forward to one of the great- 
est sales congresses ever presented by 
the association. The congress is sched- 
uled for Feb. 2, with an all-day business 
session, a noon luncheon meeting and 
a banquet in the evening. The out- 
standing feature will be addresses, after- 
noon and evening, by Dr. S. S. Huebner 
of the Wharton School of Finance & 
Commerce, University of Pennsylvania. 
Dr. Huebner’s subjects will be “The In- 
vestment Side of Insurance” and “Pro- 
fessional Concept in Life Insurance and 
Educational Requirements.” 
_Another speaker of note will be Dix 
Teachenor, million dollar personal pro- 
ducer for the Kansas City Life. Mr. 
Teachenor is said to have a remarkable 
system for work and conservation of 
time, which he will outline for the asso- 
ciation. A_ speaker tentatively an- 
nounced is Thomas H. Beekem, trust 
officer for the Wheeler-Kelly-Hagny 
Trust Company, Wichita, Kan. Four 
five-minute talks will be given by out- 
standing producers belonging to the 
Oklahoma association. 

_At the meeting of the Oklahoma asso- 
ciation Jan. 12, the speakers, announced 
by George E. Lackey, chairman of the 
program committee, will include several 
officials of the Massachusetts Mutual, 
who will be in the city to attend the an- 
nual meeting of the Lackey agency. 
Among them will be Henry W. Abbott, 
Massachusetts Mutual general agent at 
Pittsburgh, formerly an executive of the 
General Motors and one of the leading 
personal producers of the company; Dr. 
Morton Snow, medical director, and A 
C. Behan, second vice-president in 
charge of agencies. 

* * * 

Detroit.— A particularly interesting 
Program of speeches and _ discussion 
topics has been arranged for the Detroit 
Association for the first six months by 
Donald T. McKinnon of the Provident 
Mutual. Mr. McKinnon is first vice- 
President and chairman of the program 
com mittee. Walter Tresckow of the 
Central Union Trust Co. of New York 
will address the January meeting. His 
Subject will be “Advantages of the Life 
Insurance Trust Approach.” 

In February Charles Tushingham, edu- 
cational superintendent of the Provident 
Mutual Life, will speak on the “Path- 
way to Primacy,” a discussion of the 
Psychology of leadership. 
p> Manager Darby A. Day of the Union 
-entral at Chicago will address the 
Detroit life men in April, and in May 
Vice-President Charles F. Coffin of the 
State Life Insurance Company of Indiana 
‘Ss comng. 

The March meeting will be in the 





hands of either the Guardian Trust Com- 
pany of Detroit or the Northwestern Mu- 
tual Life. The policy of the committee 
is to turn each meeting into the hands 
of a particular agency interested, which 
furnishes speaker, topic and other aids 
to lively discussion. 

x * * 

North Texas—R. E. Freid, newly elected 
president of the North Texas association, 
has proposed that tests be given life in- 
surance underwriters to qualify them for 
certified agents. He proposes that these 
tests determine the general knowledge 
necessary to advise on all life insurance 
matters before he be granted the qualifi- 
cation certificate. Mr. Freid last year 
served as second vice-president and suc- 
ceeds E. F. White as president for the 
new year. H. K. Peebles has been elected 
first vice-president, with J. Harris Moore 
as second vice-president and Miss Hazel 
Roberts as secretary-treasurer. The execu- 
tive committee, in addition to the officers, 
will consist of Claude A. Hern, Ben A. 
Goodwyn and Alston Gowdey. 

x * * 

Los Angeles—On account of the holiday 
rush in the closing days of December, 
the directors of the Los Angeles associa- 
tion unanimously decided to dispense with 
the meeting last month. 

The January dinner-meeting will be 
held Friday evening, Jan. 11. President 
Fred C. Hathaway will preside in the 
handling of association business, with 
Wilmer M. Hammond, general agent for 
the Aetna Life, as chairman for the eve- 
ning, while William E. Dreher of the New 
York Life will be master of entertain- 
ment. The general topic for discussion 
is “How to Plan 1929 to Make it Better 
than 1928." The principal speakers and 
their subjects are: Alvin Kingsbacher, 
Equitable of New York, “Growth”; 
Phineas Prouty, Jr., Massachusetts Mu- 
tual, “The Necessity of a Plan in Han- 
dling a Big Case”; Sam Abrams, New 
York Life, “A Good Average Agent in 
Action”; W. A. Feith, Mutual Life, “Culti- 
vating Old Policyholders to Acquire New 
Business”; R. A. Brown, Pacific Mutual, 
“Making One’s Plans Work.” 

* * 

Philadelphia—Vincent Coffin, educa- 
tional director of the Penn Mutual Life, 
and Director of Public Safety Schofield 
were the speakers at the luncheon-meet- 
ing of the Philadelphia association this 
week. Thomas I. Parkinson, president 
of the Equitable Life of New York, who 
was to have spoken at the meeting, was 
unable to be present due to unforeseen 
circumstances. 

ee @ 

Toledo, O.—At the regular monthly 
meeting of the Toledo association, which 
was well attended, the principal talk 
was given by Guy A. Reem, manager of 
the State Mutual Life of Detroit. His 
topic was “How to Succeed and Why.” 
He stressed positive mental attitude, also 
physical fitness. 

The association is planning to broad- 
cast four 15-minute speeches during 
thrift week over station WSPD at Toledo. 

o > 7 


New York City—A. Rushton Allen, the 
well known Philadelphia general agent, 
spoke before the New York association 
Tuesday night. He repeated the address 
that he gave at the annual convention 
of the National Association of Life Un- 
derwriters at Detroit. In closing he 
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YOUR OPPORTU NITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 21 years consistent growth and are now in 
an extensive expansion program. 


Agency Department under men who understand your 
problems. 


We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—lowa. 


Honesty—Ability to write new business and build an 
agency are the essential qualifications. 


Write us in confidence to see if our desires and qualifi- 
cations are mutual. 


Address H-40 
Care The National Underwriter 
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— 86% Insured — 


A recent survey under the direction of a committee ap- 
pointed by the Life Insurance Sales Research Bureau, shows 
that 86% of the male population of the United States carry 
$1,000 or more life insurance. 


Your new insurance must come from the 14% uninsured 
and from additional insurance on the 86% who carry in- 
surance. 


With juvenile and substandard policies for the uninsured, 
and plans and policies for program insurance for the in- 
sured, The Ohio National Life Insurance Company is espe- 
cially equipped to help agents solve these new underwriting 
problems. 


For information write 


The Ohio National Life 
Insurance Company 
Cincinnati, Ohio E. E. Kirkpatrick 
Sup't of Agencies 


r. W. Appleby 
President 


























Security~— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 
Newark, N. J. 


Organized 1845 
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We Write All Standard Forms of Participating and 
Non-Participating Insurance Contracts and in 
Addition the Following SPECIALS 
1. Ordinary Life Special $5,000. 
2. Personal Life Monthly Income for Rejected Risks. 
3. The Best and Most Liberal Sub-Standard Facilities. 
4. Children’s Educational Policies 
5. Up-to-date Health and Accident Policies. 
Te eee > ae ee oe eer 
cess—and So wae we offer exceptionally liberal and prof- 
Very desirable territory open in 
OHIO — INDIANA — KENTUCKY — TENNESSEE 


Address S. M. CROSS, President 


OLUMBIA LIFE 
INSURANCE COMPANY 
Cincinnati, Ohio 


1 day to 10 years. 




















ALAMO LIFE INSURANCE COMPANY 


Graham Dowdell, Pres. 





A progressive up-to-date company with a program of 
ion and growth. 
All Texas is our field. . 


expansion 





“The Fast Growing Company of the Southwest” 
San Antonio, Texas 











1871 


JOHN G. WALKER 
Chairman of the Board 








The Life Insurance Company of Virginia 
58 Years of Existence 


1929 


BRADFORD H. WALKER 
President 


Richmond, Virgmia 

















“It’s a Good Policy” 
MORE NEW POLICIES 


Retirement Income Policies 
(income to the insured) 
LOW COST PREFERRED RISK 
POLICY 
New Ownership, Beneficiary and 
Assignment Provisions 
clearly define contractual rights 
of all parties interested 
Completely Revised Plain English 
Policy Forms 


that will particularly appeal to the con- 
scientious life underwriter 


Write for Information 


Philadelphia Life Insurance Co. 


111 North Broad Street. Philadelphia 











A REAL OPPORTUNITY AT 
DAYTON, COLUMBUS AND 
MANSFIELD, OHIO 
Presents itself for a high grade producer 
and agency builder for the position of Man- 
ager. Write fully, in strictest confidence to 


the ency Department, The Toledo Trav- 
he Yasurance Company, Toledo, Ohio. 














MR. AGENT 


Doyoucare forQUALITY ? 
Age, Sound Experience, 
Low Cost, a Splendid Rec- 
ord for over 67 years? 


Then why not take 
a General Agency for 


THE ST. LOUIS 
MUTUAL LIFE 


Our Agents and Policy Holders 
Stick! Write: 
Agency Department 


3640 Washington Ave. 
ST. LOUIS, MO. 











said: “I believe that every activity of 
the life insurance man should be under 
the supervision and contro] of his life 
underwriters association. He should 
abide by the code of his association.” 

Vincent B. Coffin declared that he be- 
lieves the high pressure sales method is 
on the way out. “Make the prospect be- 


lieve he is buying,” said Mr. Coffin. “If 
he has a feeling that he has been stung 
you may be sure he has been sold by 
the high pressure method,” he declared. 
The low pressure sale really permits the 
prospect to sell himself according to Mr. 
Coffin; it has no bad effects. About five 
hundred were present. 
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TRAINING THE NEW AGENT 


Assistant Superintendent William Fried- 
lander of the John Hancock Mu- 
tual Gives Suggestions 


William Friedlander, assistant super- 
intendent of the John Hancock Mutual 
in New York No. 6, gives some advice on 
training a new agent. He says: 

“A most important part of an assist- 
ant superintendent’s work is the train- 
ing of new men. If possible, I try to 
prepare the man for a full week previous 
to his introduction into selling. An 
hour’s instruction is given every day, 
on the theory that a litte at a time 
makes the whole story more easily di- 
gested. An assistant must have under- 
standing, feeling and tact. He must 
realize that a new man quite naturally 
is timid and may easily be disheartened 
if sufficient patience and consideration 
be withheld. 


Practice, Along with Precept 


“Monday morning I meet him on the 
debit ready to start work. The first 
three days I concentrate on collections, 
showing the man how to handle his 
route book in conjunction with collection 
and premium receipt books. Frequently I 
am able to improve the condition of 
the debit and impress upon the agent 
the necessity for keeping it in good con- 
dition. During these three days I avoid 
talking new business, believing that one 
must be a good collector before anything 
else. I do, however, make a few ap- 
pointments to see the men folks on the 
coming Thursday and Friday evenings. 

“On Wednesday of the introduction 
week, a revisit is paid to every person 
who was out or missed during the pre- 
vious two days. I firmly impress upon 
the agent the importance of this re-call. 
In the afternoon, I show him how to 
make up his account, the ways and 
means of checking it, reasons for’ debits 
and credits, etc. 

“After settling his account Thursday 
morning, I leave him to himself with in- 
structions to call on acquaintances and 
friends with whom he thinks he can 
Place business, but remind him of our 
appointments for that evening and the 
following one as well. 

“The second week I let him collect 
by himself and get the benefit of that 
experience; but have him report to me 
again at the office on Wednesday after- 
noon so that I may help him make up 
his account. 

“Monday morning of the third week, 
I start out with him for the set pur- 
pose of writing new business. This we 
do. In addition I show him carefully 
how to save lapses and cash surrenders. 
Naturally, help in closing the prospects 
he has secured personally is included in 
this program. 


Ten Good Points 


“Following are ten good points for 
the assistant superintendent to keep in 
mind regarding the agent: 

“1. Put yourself in his boots. 

“2. Take a personal interest in his 
success. 

“3. Gain his confidence, so he will not 
hesitate to ask you for information. 

“4. Give him, upon assuming a debit, a 
clean book. 

“5..See that he lapses closely. 

“6. Impress upon him the importance 
of collections.. 





“7. Obtain his respect by treating him 
squarely. 

“8. By all means, stress quality above 
quantity in production. 

“9. Be tolerant of his early blunders. 

“10. Show him how to plan each day 
—to conserve every minute.” 


Western & Southern News 


The following agents have been pro- 
moted by the Western & Southern Life 
to assistant superintendents: W. C. Ter- 
rill, St. Louis West; H. Collom, Cincin- 
nati Park; R. Ensor, Covington; F. C. 
Alberding, Louisville East; Wm. Mc- 
Vickers, Aurora; D. M. Cullen, Marietta, 
and T. Dobrzykowski, Toledo South. 

Ernest Blersch has been transferred 
from the accounting department to the 
ordinary department in the home office. 

J. Norman, formerly assistant super- 
intendent at Toledo South, has been ap- 
pointed superintendent of the Jackson, 
Mich., district. 


Adopts Double Benefit Rider 


The Commonwealth Life of Louisville 
announces that the double indemnity 
rider will be placed on its industrial pol- 
icies, agreeing to pay the additional 
amount when death results within 90 
days of an accident. The amount will 
be equal to the face of the policy less 
the amount of any disability benefits 
which have become payable under this 
policy on account of the same bodily in- 
jury. The first issue of the new policy 
will be Jan. 21. The extra payment pro- 
vision will also apply to all industrial 
policies in force and to accidents occur- 
ring on and after Dec. 31, 1928. 


Colonial Life’s Practice 


The Colonial Life of Jersey City has 
been for some time providing double in- 
demnity benefits on its industrial poli- 
cies and has paid a number of such 
claims. It has conducted this depart- 
ment a little different from that now 
proposed by other companies that have 
adopted the double indemnity rider. 


Double Indemnity Limits 


The Prudential issues its new double 
indemnity clause on industrial policies 
with age limits of 15 to 60; the Metro- 
politan ages 15 to 60; the Life Insurance 
of Virginia ages 10 to 65; the John Han- 
cock Mutual ages 15 to 70. The Western 
& cee has not yet determined its 
limits. 





Former A. O. U. W. Head Indicted 


J. A. Lowenberg, past grand master of 
the Ancient Order of United Workmen, 
and H. E. Blackledge of Keosauqua, Ia., 
a real estate dealer, have been indicted 
at Des Moines, charged with fraudulent 
practices in handling funds of the organ- 
ization. An inquiry into deals involving 
the two men was conducted by the Iowa 
insurance department some time ago. Mr. 
Lowenberg later resigned as head of the 
A. O. U. W. and is no longer connected 
with the organization. 

Five cases involving irregular land 
deals, in which the evidence is said by 
the county attorney to have shown that 
between $10,000 and $12,000 of the lodge’s 
funds were appropriated by the two men, 
were presented to the grand jury. The 
indictments charged conspiracy to de- 
fraud and obtaining money by false and 
fraudulent representation. 





SERVICE LIFE INSURANCE 


COMPANY 





HOME OFFICE: LINCOLN, NEBRASKA 


OFFERS VERY LIBERAL CONTRACTS TO AGENTS 


ADDRESS APPLICATIONS TO B. R. BAYS, PRESIDENT 
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Improper Selling Methods Are Most 


superintendent of agencies of the Equit- 
able Life of Iowa, addressed his com- 


Important Reason for Policyholders’ 


Permitting Their Insurance to Lapse 
H. E. Aldrich, 


and more than their salaries, while the poor 


man with a family realizing his respon- 
sibilities, must because of his small sal- 


pany’s leading producers at their recent | ary buy his insurance as well as his 


convention on the important subject of 
lapsation and its prevention. 
is intimately related to selling, and for 
that reason methods of preventing lap- 
sation are i i i 
methods of selling business. 

Mr. Aldrich expressed the belief that 


Lapsation 


with 


Improper Selling 
Method Lapse Cause 


sewing machine and radio on the install- 
ment plan, and when the pinch comes 
it is easier on his pride to let the pglicy 
lapse than to give up the furniture. 


sufficient importance has not been given 2. Improper selling methods.—The 


to the retaining of insurance as com- 
pared with the stress that has always 


avoidance of improper selling methods 
will prevent much of the lapsing of in- 


been placed upon the amount of pro-| surance. A policy should be sold to 


duction. 
lapses may 
and unavoidable, and called attention to 
six causes of avoidable first-year lapses: | better apply to the need. Also, 
prospect is actually sold instead of be- 
ing overpowered he is not likely to let 
and those | the policy lapse. The opportunity af- 
forded in making a personal delivery of 
a policy should be used to explain more 
fully the benefits of the policy and to 
clear up any possible misunderstandings. 
The courage of the agent in this respect 


i. 


fore 


single and without obligations, 
have definite purposes in life and spend ! 


Poor selection of prospects.—In- 
surance written on prospects too young 
to appreciate responsibility 
too poor 
causes many lapses. 


responsibility 
Young people be- 

though usually 
seldom 


He pointed out that first-year fit a prospect's particular need. 
iff avoidable | is, a 15-year endowment should not be 
sold where an ordinary life policy will 
if a 





That 





will prevent lapsation, save the agent 
money and make him friends. 

3. Overselling—There can be no 
question that overselling results in 
lapses, and what is more, in the policy- 
holder’s becoming an enemy instead of 
a friend, a knocker instead of a 
booster. 

4. Failure to secure cash with appli- 
cation.—It is only in very rare cases 
that payment should not be made when 
the application is taken or the policy 
delivered and if notes must be taken 
short-time notes are preferable to long- 
time ones. When notes are accepted for 
long periods in settlement of first year 
premiums the second premium will fall 
due shortly after the payment of the 
note and often will result in the lapsing 
of the policy. 


Servicing Policyholders 

Is Good for Business 

5. Failure to cultivate and service 
policyholders.—Neglect on the agent's 
part to cultivate a friendly relationship 
with the policyholder by an occasional 
call and offer of service in connection 
with the policy frequently results in 
lapse. 

6. Scattered soliciting—One reason 
for the agent's not calling on the 
policyholder and hence for the lapsing 
of the policy is the habit of soliciting 
in scattered territory. If soliciting is 





done within easy access of the agent 
and where the agent and policyholder 
meet from time to time much of the 
lapsing of policies may be prevented. 

Mr. Aldrich contrasted the painstak- 
ing agent (the one who gives considera- 
tion to the six points he had just made) 
and the careless agent. He reminded 
the audience that the policyholder who 
is well pleased is a real asset to the 
agent and to the company, that not only 
will his policy not lapse, but he may be 
rewritten from time to time and he will 
also influence the insurance purchases 
of his relatives, friends and business as- 
sociates. He called attention to the 
noteworthy fact that the group of agents 
who in 1926 renewed over 90 percent 
of the insurance they had placed also 
in that year secured from their old pol- 
icyholders 46.8 percent of their total 
production. In 1927 this percentage 
was 51.1 percent—a much better per- 
centage than that of the whole agency 
force. 


Convention Will Be in Detroit 


The Provident Mutual will hold its 
Quarter Million Club Convention in 
Detroit Aug. 23-28. The Detroit agency, 
under General Agent Nathaniel Reese, 
paid for $8,200,000 last year, an increase 
of $2,120,000 or 35 percent. Mr. Reese’s 
quota for 1929 is $8,500,000. 
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Our representatives have 
policies and premiums to 
fit every income—every 
requirement. ...And an 
added sales argument in o> 
u the fact that death claims tia 

ly must be paid the same 
‘day that the completed 
<Wiieieeters proofs are received. Our 
responsible helpfulness ***-||- 

can do much to assure 

you of a happy 
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| “FREEDOM OF PRESS” DEFINED BY 
| NEBRASKA COURT IN LOVELL CASE | 
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CALIFORNIA 





& OATES & HERFURTH 
CONSULTING ACTUARIES 
Barrett N. Coates 354 Pine St. 
Cari E. Herfurth San Francisco 





ILLINOIS 


ONALD F. CAMPBELL 
CONSULTING 


ACTUARY 
160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 











H ENRY R. CORBETT 


Actua 
Specializing on Pension Funds 
175 W. Jackson Blvd. CHICAGO 








A. GLOVER & CO. 
© Consulting Actuaries 
128 North Wells Street, Chicago 
Life Insurance Accountants 
Statisticians 





INDIANA 


HAGH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Kansas City 











ARRY C. MARVIN 

Consulting Actuary 

2105 North Meridian St. 
INDIANAPOLIS, INDIANA 





IOWA 





RSTON L. MARSHALL 
CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 





MISSOURI 


OHN HIGDON 
317 Shukert B i City, Mo. 
Siatort Big Rane Louis’ Mo. 








NEW YORK 





Mie M. Dawson & Son 


CONSULTING 
ACTUARIES 


88 W. 44th St. New York City 








CODWARD, FONDIL- 
LER and RYAN 
Consulting Actuaries 
Insurance Accountants 
Richard Fondiller Harwood E. Ryan 
Jonat G. Sharp 
75 Fulton Street 
New York 





OKLAHOMA 


J. MeCOMB 
COUNSELOR AT LAW 
© CONSULTING ACTUARY 
Premiums, Reserves , Surrender 
Values, etc., Calculated. Valuations 
a Examinations Made. Policies 
and all Life Insurance Forms Pre- 
~s The Law of Insurance a 
ialty. 








Colcord Bldg. OKLAHOMA CITY 








LIFE AGENTS 


Leads furnished. 
State age, 


insurance. 
opportunity. 
and experience. 
The National Underwriter. 


Wanted to sell specialty line of life 

Splendid 
nationality 
Address H-78, care 








Chicago Company wants 
Industrial 


Underwriting: experience, 


with and 


Office procedure. 
Address H-76, care 


tional Underwriter. 


The 


man 
Ordinary 
who is 
also familiar with general Home 


Na- 








SUPERVISOR 
SALARY & COMMISSION 
FOR 


CHICAGO 


BRANCH OFF ICE 


MANAGER 
SALARY & COMMISSION 
FOR 
ST. LOUIS 

BRANCH OFFICE ; 


Must be _ thoroughly 


experi- 
enced and ready to start at 


once. 70 year-old eastern life 
company. Write in confidence. 
H-74, The National Under- 
writer. 








ATTRACTIVE 
GENERAL AGENCY 
CONTRACT 
TO THE RIGHT MAN 


In city of over half million 
population. Open December 
Fifteenth. ; 

Exceptional opportunity for a 
live producer to make at least $500 


per month, under a liberal General 
Agency contract and at the same 


time 
BUILD UP A 
PERMANENT INCOME 
For Old Age or his dependents 


If you can qualify for this oppor- 
tunity, give full details of all past 
business connections in your first 
letter, which will be treated as 
confidential. 


W.C 


Lock Box 1365 
* Columbus, O. 




















LINCOLN, NEB., Jan. 9—In a| 
formal opinion just filed in the case | 
where Henry H. Lovell of Omaha, pub- | 
lisher of the “Forum,” an insurance | 


paper, was adjudged guilty of contempt 
and sent to jail for ten days, the Ne- 
braska supreme court says that the de- | 
liberate purpose of the article to influ- | 
ence the decision of the court in the 
Globe Life case can not be explained 
away, and that the editorial was of itself 
contemptuous. No litigant would be 
permitted to comment as did the editor, 
and editors have no greater rights in 
that respect. The freedom of the press | 
implies the publisher’s respect for the 
constitutional rights of others, including 
the rights of litigants to appear before 


an independent, impartial court, uninflu- 
enced or embarassed by contemptuous | 
publications pending litigation. The | 


freedom of the press does not extend to 
contemptuous interference with pending 
litigation, and it is the duty of a court 
of justice to protect its purity, impar- 


Empty Envelope Led 
to $16,000 Insurance 


ILLARD SELIGMAN, of the 
Ralph G. Engelsman agency of the 
Penn Mutual in New York, picked up 
an envelope from a sidewalk a few days 


ago. It was empty and was addressed | 
to an assistant cashier of one of the 
large banks of the metropolis. Mr. 


Seligman had a hunch, and he straight- 
way called on the official. He found | 
that no life insurance man in eight years | 
had offered to bless him with life in- 
surance protection. He was interested, 
to the extent of a $16,000 application, 
and the policy was duly delivered. 


Springfield Life’s Agency School 


A three-day school of instruction and 
agency conference was conducted Jan. 
11-13 by the Springfield Life at its home 
office, attended by 50 agents. President 
A. L. Hereford conducted the school of | 





| would 
| part of the losing party that resentment 
| or indignation 


| and 


| for a number of 


tiality and independence and the rights 
of litigants from extraneous and lawless 
influences. 

The court finds that the article was 
improper in its suggestion that most of 
the lawyers felt that the district court 
decision should be sustained, and that 
if allowed to go unnoticed by the court 
have justified a feeling on the 


final judg- 
It finds 


swayed the 
ment of the court in the case. 
this article gave the court, the litigants 
the public, in unmistakable terms 
an impression at variance with the 
author’s expressed intent and attitude. 
It asserted when and how the pending 
case should be decided by the supreme 
court, which are purely matters of judi- 
cial determination. The evidence estab- 
lishes the guilt of defendant beyond a 
reasonable doubt, it finds, and leniency 
was given out of consideration for his 
pecuniary situation and the needs of his 
family. 


instruction, field problems were dis 
cussed and leading agents presented 
papers upon insurance work. Fred W 


Potter, former superintendent of insur 
ance in Illinois, was speaker at two 
afternoon gatherings. The first evening 
a smoker and entertainment in the hony 
office; and a banquet and dancing party 


Friday night, attended bv the entire 
office force, form the entertainment fea- 
tures. 


New Partners in Wolfe Firm 


Lee J. Wolfe of the New York actu 
arial firm of S. H. & Lee J. Wolfe, an- 


nounces that ‘he has admitted to 
partnership William M. Corcoran and 
| Walter F. Smith. Mr. Corcoran was 


years the actuary of 
the Connecticut department and asso- 
ciated himself with S. Lee | 
Wolfe in April of 1928. Walter F 
Smith, a New York certified public ac- 
countant, has been with the firm 
seven years. 





PRESENT & FUTURE 


A large Chicago Agency of one of the leading 
life companies will employ a man to assist new 
salesmen and to build his own unit. 
management experience not essential. 
salary $4000 and commission. 
The National Underwriter. 


Previous 
Initial 
Address H-80, 











Agent. 


AVAILABLE 
Life Manager or General Agent 


Successful personal producer, age 37, is open for a connection that is better 
than ordinary, as Life Manager for a multiple line agency or as General 
Address H-77, care The National Underwriter. 

















Men of The Lincoln National lite 


have policies to offer that open the Qoor to an} fathers heart 
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The Reason 


will interest youif....... 


ee | If you are interested in selling life 
. insurance you will be interested in the 

in key to the Gem City Life’s record ot 
increasing its assets and insurance- 

in-force by more than twelve-fold in 


ten year s ten years. 


In the agency contract and the pol- 
icy line which includes all standard 
and some special forms of partici- 
pating and nonparticipating contracts, 
group insurance and accident and 


health coverage, will be found the real 

reasons for the success of the Gem 

| IMES City Life agents. In the success of 
our agents lies our success also. 

THE If you will write I. A. Morrissett, 


INSURANCE president, he will be glad to give 


you complete details of our agency 
IN contract and reasons why it will pay 


FORCE you to join the Gem City Life. 
SS Eight millions of increase first eight 
months of 1928. 


TERRITORY OPEN 
In Ohio, Michigan, District 


of Combi, Wen Verve; The Gem City Life 


Louisiana. INSURANCE COMPANY OF DAYTON, OHIO 








Do You Know There is a Place 
For You With Us in the 
Sunny South 


GENERAL AGENTS 





WANTED 





For the east half of the State of Texas 
with Headquarters at Dallas. 


If you are interested in a State Man- 
ager’s Contract, write:us about this 
opening. 3 


AMERICAN NATIONAL 
ASSURANCE COMPANY 


3719 Washington Blvd. 
ST. LOUIS, MISSOURI 
O. L. HOLLAND, President 














A PLAIN STATEMENT 


While gratified by the larger increase in its new 
business, this Company is primarily interested in 
the carrying out of a well defined, long time 
program of development consisting of— 


lst—Specializing on the larger and more desir- 
able risks through its Preferred Life Plan 
and offering to this group the unusual sav- 
ings to which this plan of operation entitles 


them. 
2nd—The building of a high of sales or- 
ganization capable of deali with the 


business and professional men who make 
up this Preferred group. 

$rd—The training through personal instruction 
and group conferences of its Managers and 
General Agents in the essentials of sales 
management so they may successfuly re- 
cruit and train this better class of sales- 
men. 


We believe this program will not only secure the 
continued sound growth of the Company but will 
createa most unusual opportunity for those 
associated with it. 


HOME LIFE INSURANCE COMPANY 


Ethelbert Ide Low 
President 


256 BROADWAY, NEW YORK CITY 





On Agency Matters Address: 


James A. Fulton 
Agency Vice President 

















Opportunities 


open for 
Managers in: 
Minnesota— 
lowa— 


—Write! 


In Iowa—write to 
F. C. Crowell, Supervisor 
342 Insurance Exchange 
Des Moines, Iowa 


NatjMfwvbonalye 
Insurance Company 


MADISON, WISCONSIN 





———— 




















Plenty of Room for 
Improvement 


Based on figures now available, the amount of ordinary life insurance writ- 
ten in the United States in 1928 approximated ten billion dollars, making a total 
in force in this country which will probably reach 100 billion dollars in 1929. 


This is a sum hardly conceivable. It is simply enormous; and yet inves- 
tigation shows that “only about 3 per cent of the total income of the country 
goes for life insurance premiums,” and that “a very small percentage of ‘life 
values’ are covered.” 


The field is not anywhere near saturated, and it is probable that it is 
“less than one-third covered.” 


There is food for serious thought in this showing. Enormous as is the 
total insurance in force, there is plenty of room for improvement, depending 
entirely upon the public and the agent. 


The agent must assume a more important role in the future development 
of the business. It is his personality and ability to render real service which 
exert influence on patrons. 


Northwestern agents are trained in quality of presentation, which produces 
quantity of results. They are thoroughly instructed in the details of their pro- 
fession, and so they offer to the public competent, earnest and expert knowl- 
edge on this almost sacred service. 


In turn, they teach the public to buy life insurance adequately for spe- 
cific purposes, and if all life insurance advisers did the same, a large percentage of 
the life values of this country would soon be covered. 


The public is urged to avail itself of the professional services of North- 
western agents, who are expert in fitting Northwestern policies to life insur- 
ance needs. 


~The Northwestern Mutual Life 
Insurance Company 


Milwaukee, Wisconsin 








